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Easy When You Know How 

Just keep a few fundamentals in 
mind, and effective window displays 
are easy to create, says J. Walter 
Johnson of the Powers Furniture Co., 
Portland, Ore. Mr. Johnson, who 
makes a habit of winning prizes in 
window display competitions, tells 
what those fundamentals are on 
pages 8 and 9. There are also pic- 


tures of his and other good displays. 
* * * 


Down on the Farm 

The farmer is a good prospect for 
refrigerator sales this year, but, 
mister, you’ve got to develop a 
special sales technique to crack these 


customers. So say some “corn belt” 
dealers who are doing a job in rural 
sales. Page 4. 

* * * 


‘My Conditioner Starts-and-Stops’ 

If you’re called to service a unit 
conditioner that  starts-and-stops, 
starts-and-stops, you'll find some 
helpful hints on what to do in the 
article on servicing air conditioners 
on page 12. Here’s some darn prac- 
tical service dope, garnered by a 
reporter who “sat” on the job while 
it was being done. 

* * * 


A ‘First’ In Brewery Work? 


New methods for doing old jobs in 
the commercial refrigeration field 
come to light daily. A Columbus 
dealer who thinks he has pioneered 
a “first” for brewery work reports 


on his work on page 12. 
* * * 


Two New Ways To Do It 


Two new developments that may 
prove mighty interesting to air 
conditioning dealers—a new way of 
putting together central _ station 
conditioner cabinets and a means 
for cutting sun load through windows 
80%—are reported on page 6. 

* * * 


A ‘Gassy’ Problem 


Service men will learn much about 
field problems in refrigerants and 
oils from the material published on 
Pages 18 and 19, taken from the 
studies just made public by one of 
the principal refrigerant manufac- 


turers. 
* *x * 


Jobbers Get Dressy 


Progress in the ranks of the re- 
frigeration parts and supply jobbers. 
One installs a “show” air condition- 
ing job in his place of business, 
another adds some merchandising 
zip with a counter showcase. This 
and other jobber news on page 7. 

* * * 


Other Departments 
Who’s putting up locker plants 
and where, and other news of the 
refrigerated locker plant field on 
Page 14. News of the commercial 
refrigeration field on page 5. 
* * * 


Wanted: New Words 


If you’ve never heard of the science 
of “semantics,” you may want to 
read the editorial on page 10. And 
after you’ve thought about it, maybe 
YOU can become an industry im- 
mortal by inventing some new words. 


Enginerr Passars 


GARDNER POOLE 


* * 


Gardner Poole Dies; 
Former ASRE Head 


BOSTON—Gardner Poole, 63, vice 
president of the Frosted Foods Corp. 
and a past-president of the American 
Society of Refrigerating Engineers, 
died here July 6. 

An authority on the preservation 
of food by refrigeration, Mr. Poole 
was five times United States delegate 
to the International Congress of 
Refrigeration. During the World 
War he worked with Herbert Hoover 
as a “dollar-a-year’” man in the 
fisheries division of the Food Ad- 
ministration. 

Mr. Poole had held a number of 
positions of authority in the refrig- 
eration warehouse field, having been 
president of the Commonwealth Ice 
& Cold Storage Co. of Boston, and 
later vice president of the Quincy 
Market Co. 

Active in association work, Mr. 
Poole had served as president of the 
United States Fisheries Association, 
The American Warehousemen’s As- 


sociation, in addition to being a 
president of the A.S.R.E., which 
office he held in 1938-1939. At the 


time of his death he was chairman 
of the International Institute of 
Food Technologists. 


N. Y. Servicemen Plan 


First State Convention 


BUFFALO—Plans are being made 
for the first convention of the New 
York State Association of Refrig- 
eration Service Engineers, reports 
John Bush, president of the organiza- 
tion. 

Mr. Bush said he had been con- 
ferring with officers and directors in 
various parts of the state recently 
and that it had been definitely de- 
cided to hold a convention in the 
latter part of November. Date and 
place of the conclave are yet to be 
decided. 

Mr. Bush said the majority of 


(Concluded on Page 4, Column 5) 


Lyle Challenges Air Conditioning Industry 
To Duplicate Feats of Automobile Makers 


SYRACUSE, N. Y.—Citing the 
remarkable growth of the automo- 
bile industry since 1905, J. I. Lyle, 
president of Carrier Corp., speaking 
at the twenty-fifth anniversary 
dinner of the company, threw down 
the gauntlet in a challenge to the 
air conditioning industry to duplicate 
these accomplishments. 

Rapid growth can only be accom- 
Plished by “continually giving the 
Public a greater value and a greater 
Service for dollar expended,” Mr. 
Lyle declared. 

“If some of you are old enough to 
remember the cars that were sold 
to the public in 1905 for prices from 
$5,000 to $10,000 and compare them 
with the car that you can buy today 


a. 


i 
a 


for $1,000 you will thoroughly ap- 
preciate what I mean by what the 
automotive industry has accom- 
plished,” he said. “The price is one 
fifth, but the car is five times as 
good or a difference of 2,500%! 
“The automotive industry has 
helped to make the lives of millions 
of people happier and more con- 
tented,” he declared. “Our industry 
is one that is contributing to the 
health and happiness and comfort of 
mankind. No longer is it necessary 
for anyone with a few hundred 
dollars to have to bear the terribly 
high temperatures of our summers. 
“For centuries in this country and 
for many others it has been the 


(Concluded on Page 20, Column 3) 
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Union Contracts 
For Milwaukee 
To Be Amended 


Salesmen and Servicemen 
Salaries, Closing Hours 
Subject of Agreements 


MILWAUKEE—Minor amendments 
to the contract between local elec- 
trical appliance dealers and_ the 
Salesmen’s Union, running to July 1, 
1941, were agreed on after a three- 
hour session in which a committee 
of retail dealers met with union 
representatives. 

The amendments concerned clos- 
ing hours, salesmen’s pay, a wage 
schedule for service department em- 
ployes, and overtime pay for both 
sales and service workers. In the 
first two instances, where amend- 
ments were designed to correct a 
limited number of isolated cases, it 
was agreed that settlements would 


be made individually without chang-’ 


ing provisions of the present con- 
tract. 

The union had proposed an amend- 
ment to the agreement to provide 
for the closing of retail appliance 
stores on Saturday nights during 
the months of July and August. 

Discussion showed that a majority 
of the retail stores are already clos- 
ing on Saturday nights. It also 
showed that a limited number of 
stores located in the areas of Sears 


stores, which remain open every 
Saturday evening, felt that they 
would be _ unfairly discriminated 


against if required to close on that 
night. 

Agreement was then reached on 
the proposition that the dealers and 
the union would jointly approve a 


(Concluded on Page 20, Column 1) 


Universal Cooler Will 
Move To Marion, Ohio 


DETROIT—To utilize a factory 
far better suited for the line produc- 
tion of commercial refrigeration 
equipment than the company has had 
before, Universal Cooler Corp. has 
acquired a plant in Marion, Ohio, 
and will move there in September 
and October. 

Formerly the Susquehanna Silk 
Co., this plant lends itself better to 
material flow than does the sectional 
plant which has been occupied in 
Detroit, according to T. S. Pender- 
gast, vice president. 

Universal Cooler’s new plant is of 
single-floor, sawtooth construction, 
with only one partition—which will 
conveniently segregate the machine 
shop. Thus all operations can be 
routed through one room. 

In addition, the building is airtight, 
simplifying the heating and ventilat- 
ing problem, with an air circulation 


(Concluded on Page 20, Column 2) 


Salesmen Form Own Firm 
After Utility Abdicates 


SALT LAKE CITY—Salesmen for- 
merly associated with Utah Power 
& Light Co., which recently dropped 
out of the appliance selling field, 
have banded together to open the 
Intermountain Utilities Appliance 
Store at 331 S. Main St. here. 

Under the management of Reed 
Bigelow, more than a dozen of the 
utility’s erstwhile appliance  sales- 
men have pooled their assets and 
selling experience on a cooperative 
basis, following the same general 
plan as under the power company 
set-up, with individual salesmen 
working protected territories, free 
from competition by their own asso- 
ciates. 

The store has opened as a com- 
plete electrical appliance dealership, 


(Concluded on Page 20, Column 4) 
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T. J. NEWCOMB 


* * * 


Westinghouse Joins 
Refrigeration and 
Laundry Sections 


MANSFIELD, Ohio—The house- 


hold’ refrigeration and _ laundry 
equipment departments of the West- 
inghouse Electric & Mfg. Co.’s 
merchandising division have been 
combined, it was announced last week 
by F. R. Kohnstamm, merchandising 
division sales manager. 

T. J. Newcomb, who has _ been 
manager of the household refrigera- 
tion department, is named manager 
of the new department, which is to 
be known as the domestic refrigera- 
tion and laundry equipment depart- 
ment. 


Westinghouse To Erect 
Big Warehouse 


MANSFIELD, Ohio, July 16—The 
Westinghouse Electric & Mfg. Co. 
today announced plans for construc- 
tion of a $560,000 warehouse, bring- 
ing to $1,500,000 the cost of an 
expansion program now under way 
at its merchandising division head- 
quarters plant here. 

Frank R. Kohnstamm, sales man- 
ager of the Westinghouse merchan- 
dising division, explained that the 
reason for the expansion is to step 
up production and warehousing 


(Concluded on Page 17, Column 3) 


Furniture Group 
Hits Long Terms, 
Long Warranty 


Would Put Guarantee 
In Dealer’s Hands To 


Increase Margins 


CHICAGO—Discontinuance by re- 
frigerator manufacturers of the $5 
warranty charge and letting the 
individual dealer assume this risk 
was recommended by members of 
the merchandising committee of 
National Retail Furniture Associa- 
tion at a recent meeting here, as a 
means of extending the retailers’ 
margin on electric refrigerator sales. 

It was decided to appoint a com- 
mittee to meet with manufacturers 
to discuss the subject, in advance of 
announcement of 1941 lines. 

Dealers also recommended that 
maximum instalment terms on refrig- 
erators be fixed at 30 months, and 
that “no down payment” practices 
be discouraged. Consensus was that, 
in the period immediately ahead, 
credit policies must be watched 
carefully. 


Alco Makes 5 Sales 
Staff Appointments 


ST. LOUIS—Several additions to 
Alco Valve Co.’s national sales or- 
ganization, following the recent ap- 
pointment of Richard S. Dawson as 
sales manager, have been announced 
by A. B. Schellenberg, president. 

Charles C. Allen, formerly with 
Frigidaire, will have headquarters at 
Cleveland, and will cover the Detroit- 
Cleveland-Pittsburgh territory. 

S. S. Fretz, manufacturer’s agent, 
with headquarters in Jacksonville, 
Fla., will represent Alco for the 
entire state of Florida. Mr. Fretz 
formerly conducted a refrigeration 
jobbing business in Jacksonville. 

Garrard & Co., 413 Bona Allen 
building, Atlanta, will represent Alco 
in Georgia and South Carolina. 
Walter M. Garrard, the principal of 
this company, was formerly con- 
nected with York Ice Machinery 
Corp. 

Ben MacDougall, P.O. Box 624, 
Covington, La., formerly connected 
with United Cork Co., will handle 
the states of Louisiana, Mississippi, 
and Alabama. 


SUMMER SALES STIMULI 


W. Va. Utility Conducts 
Kitchen Essay Contest 


FAIRMONT, W. Va.—The changes 
which half a century have made in 
the “homemaker’s workshop” is the 
theme of the ‘“’90-’40” kitchen con- 
test now under way in the territory 
of Monongahela West Penn Public 
Service Co., and open to customers 
and employes alike. 

Scheduled to run from July 1 to 
Aug. 31, the kitchen contest follows 
a simple plan, designed to emphasize 
upon contestants the many labor- 
saving advances which appliances 
have made possible in the kitchen 
between 1890 and 1940. 

A drawing has been prepared of 
an 1890 kitchen, showing the house- 
wife performing a lot of kitchen 
functions with the equipment of that 
day. From that picture, contestants 
are asked to name as many of those 
functions as they can, and then list 
the electrical appliance or electric 
application which has replaced the 
1890 method of performing that task. 

Then the contestant must write, 
in 50 words or less, what he or she 
likes best about some electrical ap- 
pliance or method that is being used 


(Concluded on Page 17, Column 2) 
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Dubuque Dealers Join 
In Refrigerator Push 


DUBUQUE, Iowa—First dealer 
cooperative refrigerator sales cam- 
paign in the history of Dubuque got 
under way July 1 with a “kick-off” 
banquet attended by 50 dealers, 
salesmen, and manufacturer repre- 
sentatives. Twelve dealers, selling 
eight brands of refrigerators, are 
entered in the campaign, which will 
close Aug. 31. 

Supporting the drive is an exten- 
Sive advertising campaign, built 
around the Modern Kitchen Bureau 
theme, “Twice the Value at Half the 
Cost.” Spot announcements are be- 
ing made four times daily over local 
radio station WKBB; 12 billboards 
at heavy. traffic locations are being 
used during July; bus cards are be- 
ing used in all city buses; and a 
series of six large-space advertise- 
ments (mentioning no brand names) 
will appear in Sunday editions of the 
Dubuque Telegraph Herald. 

The campaign is being financed at 
a cost of $3 for every refrigerator 
sold during the two-month period. 
Distributors pay 50 cents per refrig- 
erator, the dealer pays $1 for every 


(Concluded on Page 20, Column 5) 
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AIR CONDITIONING & REFRIGERATION NEWS, JULY 17, 1940 


Distributors all over the 
country are cashing in on 
the wide-open market 
created by the new Tuthill 
Automatic Freezette for 
frosted malteds, soft ice 
cream, sherbets, ices and 
frosted fruit drinks. Installa- 
tions like this make money 
for the small refrigeration 
dealer as well as the largest 
distributor. Get the amazing 
profit facts on our exclusive 
franchise program today. 


NEW TUTHILL Adctomatic FREEZETTE 


DISTRIBUTORS! 


Wire or write immediately 
for full particulars. — 


Self-contained, portable, really 
automatic, the Freezette is a 
“package” item you can sell easily 
to drug stores, restaurants, con- 
fectioneries, and scores of other 
outlets serving the public. 


REFRIGERATION PRODUCTS DIVISION 


TUTHILL PUMP COMPANY 


939 EAST 95TH STREET 
CHICAGO, ILLINOIS 


Philco Buys Part of 
Radio Tube Concern 


NEWARK, N. J.—Purchase by 
Philco Radio & Television Corp. of 
“a substantial interest” in the Na- 
tional Union Radio Corp., local 
manufacturer of radio tubes, was 
announced last week by S. W. Mul- 
downey, president of the tube com- 
pany. 

National Union will continue to 
operate as a separate company to 
manufacture its products and dis- 
tribute them nationally under its 
own trademark, Mr. Muldowney said. 

“The greater financial strength 
resulting from our connection with 
Philco, together with additional 
working capital which has_ been 
raised, will enable National Union to 
invest substantial amounts in our 
plant to further modernize equipment 
and increase capacity,” he said. 

Expected to comprise the board of 
directors of the company under the 
new set-up are: Mr. Muldowney, 
Henry L. Crowley, president of 
Henry L. Crowley Mfg. Co.; Paul V. 
Galvin, president of Galvin Mfg. Co., 
Chicago; Penn Brook, vice president 
in charge of factories for Sears, Roe- 
buck & Co.; W. R. Wilson, controller 
of Philco; and Fred D. Williams, 
assistant to the president of Philco. 


G-E Opens Display 


NEW YORK CITY—General Elec- 
tric Co. has opened a permanent 
display of products of its appliance 
and merchandise department at 570 
Lexington Ave. here. 


3 Century 15 Horsepower Direct Current ni 


To Meet Your 
Refrigeration and 
Air Conditioning 


Needs 


The complete Century line of Direct 
Current Motors includes a variety of 
types and sizes from fractional up to 
300 horsepower. Furthermore, Cen- 
tury integral D. C. Motors have mount- 
ing dimensions interchangeable with 
Century A. C. Motor frames in sizes 
for which there is the greatest demand. 


They are designed and built for the 
continuous heavy loads generally im- 
posed by the modern air conditioning 
installations, as well as to operate 


quietly. 


They are available in open, pro- 
tected, drip proof and splash 


proof designs. 


Motors driving Refrigeration Compressors. 


Offers You a — 
Complete Line 5‘ 
of D. C. Motors |, « 


From Fractional to 
300 Horsepower 


Century % Horsepower Direct Current Motor at 1150 RPM. 
Century 250 Horsepower Direct Current Motor at 1750 RPM. 


Cae 


_ MOTORS 


You'll find it will pay you to consult 
your nearest Century Motor Specialist 
and to get all the facts on Century's 
complete line of A. C. and D. C. 
Motors. The benefits of Century’s years 
of experience, working in close coop- 
eration with the air conditioning and 
refrigeration industry, are always 
available to you. Call in your nearest 
Century Motor Specialist today. 


CENTURY ELECTRIC COMPANY 
1806 Pine Street 
Offices and Stock Points in Principal Cities. 


St. Louis, Missouri 


One of the Largest Exclusive Motor Manufacturers in the World 
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FTC Charges Zenith 
With Misrepresenting 
Power of Radio Sets 


WASHINGTON, D. C.— Zenith 
Radio Corp., Chicago, is charged in 
a Federal Trade Commission com- 
plaint with misleadingly advertising 
the number of tubes contained in its 
radio receiving sets and the power 
and capacity of such sets for foreign 
reception. 

The complaint alleges that the 
respondent has advertised, among 
other things: 

“Zenith short-wave radios are 
guaranteed to bring in Europe, 
South America, or the Orient every 
day or your money back! .. .” 

“Positively the greatest 1940 
Zenith values ever offered . . .10-tube 
superheterodyne . . . 11-tube super- 
heterodyne . . . radio console with 
eight tubes . .. the amazing new 
1940 eight-tube, three band Radior- 
gan Zenith long distance radio... 
six tubes! Push buttons! Long and 
short-wave . . . six-tube heterodyne 
with wave magnet aerial, two-button 
Radiogram.” 

These representations and others 
made by the respondent, it is charged 
in the complaint, are misleading, for 
in truth the Zenith radio sets are not 
equipped with six, eight, 10, or 11 
active, necessary, fully functioning 
tubes, but contain one or two, or 
more. ballast non-functioning, or 
tuning beacon tubes, or rectifier 
tubes which do not serve as ampli- 
fying, detecting, or oscillating tubes 
and do not perform any recognized 
and customary function of a radio 
receiving tube in the _ detection, 
amplification, and reception of radio 
signals. 

Contrary to the respondent’s repre- 
sentations, the complaint continues, 
Zenith radio sets equipped with such 
tubes will not bring in broadcasts 
from London, Paris, Berlin, Moscow, 
Rome, and other points in Europe 
and from South America and the 
Orient in sufficient volume, free from 
static, to be distinctly heard at all 
times and under all conditions. 

The complaint grants the respond- 
ent 20 days for filing answer to the 
charges. 


SL 


Electrolux Sues N. Y. 
Stores On Name Use 


NEW YORK CITY—Electrolux 
Corp., vacuum cleaner manufacturer 
has filed suit in the state supreme 
court here against Ludwig Baumann 
Bloomingdale Bros., Abraham & 
Straus, and A. I. Namm & Son, to 
restrain the defendants from Selling 
or advertising a tank-type vacuum 
cleaner not made by it as an “Electric 
De Luxe,” “Gen-Electric De Luxe,” 
“G. E. De Luxe,” or from otherwise 
using the word “De Luxe” or “Lx” 
in the name of the machine. 

Practices followed by the defend- 
ants and others selling a Genera] 
Electric machine are misleading the 
public into believing they are getting 
an “Electrolux,” it is claimed, when 
such is not the case. Some store 
employes of the defendants also have 
misrepresented the patent situation 
of the Electrolux cleaner, the plaintiff 
asserts. 

The unfair competition complained 
of got under way, it is claimed, with 
a Consolidated Edison Co. “bargain 
package” campaign in which the 
cleaners were featured. 


May Refrigerator Sales 
In Houston Area—2,197 


HOUSTON, Tex.—Total of 2,197 
electric refrigerators were sold in 
May by dealers in the territory of 
Houston Lighting & Power Co, 
Total sales in the territory, which 
includes Houston, Galveston, Goose 
Creek, Rosenberg, Wharton, Free- 
port, Humble, and La Porte, reached 
a sales value of $644,000 for the 
month. 

Unit sales for May were as follows: 


Sam’s Selling Slants 


Appliance Units Sold 
pS Ge eee eee errr 2,197 
PEE, 85 56569.504 F6ke Se RED EOS 7 
eee eee 38 
Ore Cree eee Tere 656 
SRS See a ee ee rr eee 25 
VOCunm CIOBMOTH oc ccsiccccccees 386 
TOROS vb.ss0bersccecreecsgreres 2,382 
Air Conditioning Systems....... 3 
Air Conditioning Units.......... 14 
RAIS 9 VOREEIRGOTS cccccccccescses 387 
a 
Vv. E. (“Sam”) Vining, 


merchandising manager 
for Proctor Electric Co., 
is the industry’s most 
colorful salesman. This 
is the seventh of a series 
of Sam’s famous “Sell- 
ing Slants” messages to 
salesmen, An earlier 
series was published in 
the News in 1937, and 
later was published as 
a pocket-sized book. 


KNOCKING 


When you know what your knocking competitor is going to 


say—say it first. 
That'll kill him. 


A knocker feeds on 


ignorance and the 


inference that his 


competitor is hiding a weakness. If his competitor has hidden nothing, 
and stressed any point of weakness the knocker is done before he starts. 


When you are courting your girl—a selling job of no mean 
proportions for most of us—don’t hide that bald head in shame. 


Let it shine. 


It may blind her to other faults. 


show you are proud of it; 


Mention it once in a while to 


Then tell her about the hair on your chest. 


Then when your competitor refers to you as “that bald headed 
gazukus,” she smiles at his ignorance and wonders that she ever eve? 
considered trusting her innocent self to him. 


And that applies to merchandise as well as love. 
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BEVERAGE COOLER 


IF YOU 
BUILD A 
BETTER 


.. THE WORLD 
WILL BEAT A PATH TO YOUR DOOR, TOO! 


— 
has b f th Id’s | lusi ity b | i 
as become one of the world’s largest exclusive manufacturers of capacity beverage coolers in 
a w * s ss 
seven short years... because the Ideal Beverage Cooler has consistently maintained its position 
a s 

as a better cooler from the very beginning. 

F ‘ R S T by introducing fast cooling, capacity, S E CO hs D when dry T H i R D this unique application 
wet beverage coolers that really performed and fit the most coolers came into the market, Ideal introduced was made possible by the creation of the special Ideal coil 
accessible space perfectly at a time when consumers’ were the unusual method of stopping the fan auto- with its enormous primary surface plus its large secondary 
absolutely sour on electrical beverage coolers. matically with the compressor. Anyone who surface that does not obstruct the path of air regardless 

understands refrigeration knows the important of the amount of ice that accumulates on it. Thus, the 
advantage of this application over others where compressor’s full capacity is utilized with longer running 
the fan runs continuously. periods and accompanying lower box temperatures. 


B ut e e Ideal is not content to rest on its laurels with these 


three great firsts in the beverage cooler field. 


NOW...IDEAL ANNOUNCES.... 


another revolutionary new, dry capacity beverage cooler that solves 
the consumer's reloading problem - solves your installation cost 
problem and enables you to sell a market that you would normally 
consider too risky. 


THE NEW IDEAL is a capacity dry beverage CONSUMER CREDIT RISK is practically done 


cooler with a reload compartment that will cool in less than away with because the new Ideal is constructed of entirely replaceable parts. 
thirty minutes! A _ self-contained, plug-in unit, which eliminates In cases of repossession where extreme abuse has occurred, any part of the new 
all installation costs! Ideal can be replaced at a very small cost and by anyone who can use a screwdriver. 


a RE Bee Ord eu en ne ote FO Eat aE SAREE SO EU 


and, best of all, 
the NEW 


IDEAL 
BEVERAGE 
COOLER 


LOW in PRICE! 


ee eg eee ee ome Tee eR Cee ee ee Re Re ed eter at ee ee a ey ee ee ee en ee eee. cee eS re. on ee ne 4 ce eae 


Now for the First Time 


you can sell the world’s finest Don’t Miss this GREAT OPPORTUNITY to cash in on the extra sales and profits available with 


Capacity cooler at a price well this amazing new cooler in your territory, if it is still open. Write for complete information at once, or better still, send in your order 
below the installed cost of ordi- for one of these new Ideal Beverage Coolers today, for even with production at its seasonal peak, orders are coming in faster than they 
nary beverage coolers. can be filled, and will have to be filled in the order in which they are received. 


THE IDEAL BEER COOLER CO. 


Aad. EASTON AVENUE | SAINT LOUIS, MISSOURI 
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‘Neighborly’ Type of Selling Is Best Approach 
To Farm Prospect, Say Greenville, Ill. Dealers 


GREENVILLE, Ill.—This_ year’s 
lower prices and recently completed 
rural electrification projects in and 
around Bond county have spelled 
increased sales of electric refriger- 
ators and appliances to dealers in 
this county seat town. 


Greenville is headquarters of the 
Southwestern Electric Cooperative, 
Inc., an REA project serving some 
1,175 meters in Bond, Madison, and 
Fayette counties. While nothing of 
a special nature has been done by 
the cooperative in the way of promo- 
tion, outside of an ‘Electrical Jubi- 
lee’ at Edwardsville earlier in the 
year to celebrate completion of 
several miles of rural line, farmers 
have proved exceptionally good pros- 
pects for electrical labor-savers of 
all types. 

There are two live dealerships in 
Greenville—Anthony Electric Co., 
handling Frigidaire, and Bauer Elec- 
tric Co., handling Kelvinator. The 
former is an “old-timer” in the appli- 
ance and specialty field, and has 
been in the business ever since the 
Delco-Light days; Bauer, on the 
other hand, is a brand new dealer- 
ship in Greenville, setting up only 
in February of this year. 


Interviews with these two dealer- 
ships brought out some rather inter- 
esting facts regarding the farmer as 
an appliance prospect, the type of 
merchandise he’s most interested in, 


By T. T. Quinn 


and how you have to go about selling 
to him. 

Of course, getting electricity was 
the foremost factor in making the 
farmer an electrical appliance pros- 
pect, but there are other angles 
today—angles which were not pres- 
ent a few years back—that put him 
in a preferred position for appliance 
purchasing and promotion. 

For one thing, farm conditions 
have improved vastly in this terri- 
tory during the past few years. 


There was a time when just about: 


every farmer you talked to—that is, 
the young farmer—was going to get 
off the farm and into the city just 
as fast as he was able. He didn’t 
like things at home; he couldn’t see 
where he’d ever get anywhere stay- 
ing there—and besides he could get 
a job in the city at $6 a day—every 
day. 

So why should he spend a lot of 
money on farm equipment, or equip- 
ment for the farm home, when he 
wasn’t planning to be there very 
long, anyway? 

Today’s farmers, however, aren’t 
planning to leave their lands for the 
city—except maybe to drive down 
to see a double-header baseball game 
once in a while. They have better 
crops, better prices, and none of the 
pressure of city living, and they’re 
not going to give up those things. 

What they’re after now is to make 


\ 


their farm homes just as comfortable 
as those in the city. And now that 
electricity is available to them, 
refrigerators and other appliances 
figure prominently in their purchas- 
ing plans. 


Although he’s a much better pros- 
pect than he used to be, the farmer 
is still a trader—he’s been brought 
up in the tradition—and he’s inclined 
to look around a long time until he’s 
convinced he’s found the top buy 
for the low dollar. 


So price is a mighty important 
item in dealing with him. 

He likes to shop around, when he 
comes to town, and see what the 
different dealers have to offer—and 
he just won’t be sold until he’s made 
up his mind as to what he wants 
and how much he’s willing to pay 
for it. 

“Selling” to him, as a straight- 
out proposition, is taboo—you have 
to “visit” with him, explain the 
advantages—to him—of your particu- 
lar product, and edge him gently 
toward a decision. 


Service Clinches Sales 
With Rural Prospects 


Above all, you’ve got to be able 
to give him service—and plenty of 
it—on any equipment you sell him. 


Only Alco Evaporator Pressure 
Regulators offer you ALL of 
these advantages: 


@ Exceptional sensitivity of control. 


@ Simplicity of construction—lighter 


weight—more compact. 


@ All sliding parts have been eliminated 
from the friction-free Alco floating pilot— 
assuring maintenance of selected pressure. 


@ Two built-in strainers. 


@ Highest degree of serviceability—re- 
placeable cage construction—all internal 
parts can be removed without taking main 
body or flange out of the line. 


All 


You Get 


These 
in the Full Range of 


ALCO 


Evaporator 
Pressure 
Regulators 


Advantages 


HE exacting and rapid performance of 
Alco Evaporator Pressure Regulators 
insures successful operation on either single 


or multiple systems. They are designed to 
accurately maintain evaporator pressures 


regardless of sudden load changes or fluc- 
tuations in suction pressure. 


All Alco Evaporator Pressure Regulators 


are designed for use with any refrigerant. 


Precision bor agrees 1 an 
highest grade materials 
and uninterruped service. 


use of the 
assure long life 


Alco’s traditional accuracy and efficiency 
—made famous through Alco’s complete 


Regulators. 


line of Thermo Valves —is now available 
in a full range of Evaporator Pressure 


For further details and complete infor- 
mation—see your Alco jobber, or write 


direct today. 


2620 Big Bend Blvd. 


Engineered Ketrigerant Controls 


% eX gh Shae ay 


ALCO VALVE COMPANY 


St. Louis, Mo. 


See =~ - feat oe % Pa ae si Be. 


eo ‘ Foot a ‘ P 
A ee aft 2 i —- 
OY TRE GFK Re ey 4 e eernea 


Fall down on this end of your agree- 
ment just once, and you've lost a 
customer for good. Not only that, 
but chances are you've lost most of 
his relatives and some of his friends 
as well. 

Aided by a 46-unit month during 
May, Anthony Electric Co., Frigid- 
aire dealer, is now working on its 
third carload order of refrigerators 
so far this year. Head of the com- 
pany is E. V. Anthony, an old-timer 
in the specialty field who started 
selling to farmers during the Delco- 
Light period, assisted by his son, 
J. W. Anthony. Two other salesmen 
also are employed by the company. 

In addition to the “in” that Mr. 
Anthony’s 22 years of specialty 
selling experience give the company 
with rural customers, the fact that 
it also handles wiring supplies, both 
to contractors and to farmers di- 
rectly, has given the company quite 
an edge on much of the new business 
that extension of REA lines has 
brought. 

Well managed, well thought of, 
and in a financial position to buy 
equipment in large quantities when 
the market is “right,” Anthony 
Electric understandably commands a 
major share of the appliance and 
allied business in Bond county. The 
company has the Frigidaire franchise 
in two counties—working through a 
sub-dealership in Vandalia—and han- 
dles Maytag washers and Philco 
radios in its home county only. 

Refrigerator sales this year have 
been fairly well split up between 
town and rural buyers, Mr. Anthony 
reports, with no trade-ins of mechani- 
cal units to speak of. All such 
trade-in models are easily disposed 
of, either to friends of the original 
purchaser or to farm homes on the 
lookout for a “good buy.” 


Greenville Range Ratio 
Now 4-To-1 


Encouraging to the company has 
been the reception of Cold Wall 
models. Most of such sales have been 
to town users, but several have gone 
to farm homes as well, Mr. Anthony 
says. At least one 8-foot Cold Wall 
unit was included in the May sales 
to rural prospects. 

The farmer is a “close” buyer, Mr. 
Anthony admits, but he insists that 
farm homes are essentially prospects 
for “quality” equipment. When he 
gets around to buying, he has a 
pretty good notion of what he wants, 
and the dealer’s job is to convince 
him that his merchandise will fill 
the bill. 

Greatest proportionate sales in- 
crease this year, however, has come 
in the . electric range field, Mr. 
Anthony says. While sales volume 
doesn’t begin to match that of refrig- 
erators, ranges this year have gone 
at a pace ’way ahead of any time 
in the past. 

Sales ratio of refrigerators to 
ranges so far this year, Mr. Anthony 
estimates, has been in the neighbor- 
hood of four to one—four refriger- 
ators to a range. Last year, he says, 
the ratio was nearer 20 to one. So 
he’s looking to electric ranges to 
be a real volume producer any year 
now. 


Step-Up or ‘Step-Off’— 
It All Depends 


In “step-up” selling, watch your 
step—that’s the note of warning 
sounded by Fred H. Bauer, youthful 
head of Bauer Electric Co., Green- 
ville’s Kelvinator dealership. 

If you step too far in your “step- 
up” work, you’re apt to find yourself 
right in the middle of a lost sale, 
Mr. Bauer says. ‘“When a customer 
comes in to look at a $114 unit, it’s 
not a hard task to sell him on a 
$140 model; when he inquires about 
the $140 model, you can usually 
work him up to the $170 class. 

“But don’t make the mistake of 
rushing him from the $114 to the 
$170 range—you'll scare him right 
out of being a prospect at all, as far 
as you’re concerned. It’s usually too 
big a jump for his pocketbook to 
stand. He may put up with a $25 
boost, but expecting him to go along 
for $55—about half of what he 
originally intended to spend for the 
refrigerator—is just asking too 
much.” 

In Greenville only since February 
—before that, he had a small dealer- 
ship in Pleasant Mound—Mr. Bauer 
has been more or less specializing in 
rural selling. He is the firm’s only 
full-time salesman at present, but 
employs a paint-and-wallpaper man 


on a part-time basis and has q 
“look-out” in Sorrento, a neighbor. 
ing town. 

Most of the company’s sales have 
been to farm homes, and most of 
the units have been “sixes’—pbyt 
that’s all right with Mr. Bauer. Ip 
a couple of years, he expects, many 
of his 1940 owners will decide that 
their 6-foot units don’t afford ail the 
space they could profitably use—ang 
he’ll be right on hand to sell them 
8-foot models. 

The farmer has his own price field, 
Mr. Bauer finds—and it’s a hard job 
to sell him around it, even if such 
a move would be to his definite 
advantage. About all a dealer can 
do is help the farmer “shut the 
door” on his own decision, he de- 
clares. 

Best sales method Mr. Bauer has 
found for working with farmers is 
to load up his trailer with appliances 
and make a tour of rural homes in 
a certain section. He just “visits” 
with farmers and farm wives, con- 
necting up the appliances and letting 
the prospect’s curiosity lead the way 
in demonstrating its uses and enlarg- 
ing on sales features. 

Rarely is a sale made on the first 
of such calls, Mr. Bauer finds. The 
farm family usually wants to talk 
it over, promising to call at the 
store if and when it gets ready to 
make a deal. And farm prospects 
keep their promises, Mr. Bauer finds. 

His store is located a block off 
the public square, and therefore isn’t 
so hot from a volume floor traffic 
angle. But when persons do come 
into the showroom, they’re real pros- 
pects. Maybe they say they’re just 
looking around, but Mr. Bauer be- 
lieves that when they go that far 
off their regular route, they’re inter- 
ested in a refrigerator or range, 
and have a real need for one. So 
he doesn’t have to waste many sell- 
ing talks. 

Another valuable sales-puller for 
the company is the fact that, in E. 
M. Miller, it has one of the town’s 
two service men. And rural buyers 
bank heavily on the service angle— 
but no heavier than Mr. Bauer does 
in his selling work. He talks up his 
service ‘department,’ and his serv- 
ice man, in turn, talks up new 
appliances to present users. 

Besides being an invaluable source 
of new-sale leads, the service opera- 
tion has more than paid its own 
way, Mr. Bauer reports. Radio serv- 
ice work has been especially good. 


Refrigerators Follow Radios 
In Farmer’s Preference 


Radios have been the No. 1 farm 
appliance, in point, of preference, 
Mr. Bauer said. As soon as a farm 
home gets on the high line, it wants 
a radio. Refrigerators rank second 
in preference, he _ reports, with 
washers in third position. 

The company has had a number 


of used electric refrigerator trade-~ 


ins this year, but they’ve been no 
problem. In fact, used models have 
furnished several good leads to 
new-model sales. 

Mr. Bauer’s practice on used re- 
frigerators is to appraise it on the 
basis of its probable re-sale value, 
considering this year’s lower prices 
on new equipment. If the unit is 
going to entail a lot of recondition- 
ing, he junks it—otherwise he fixes 
it up and advertises it as a leader, 
on the basis that it may be returned 
for full credit on a new model within 
a certain time limit. 

Good used models can be adver- 
tised so as to draw a lot of floor 
traffic, Mr. Bauer says—and at 
today’s price set-up, it’s not at all 
hard to sell the used-model prospects 
up into the new-model class. 


New York Servicemen Plan 
First State-Wide Meeting 


(Concluded from Page 1, Column 2) 
state officials favor Syracuse as the 
site of the first convention but that 
there has been some pressure for 
Albany. 
The new organization will receive 
its state charter at that time. The 
state association was formulated at 
the last national convention in Chi 
cago by Mr. Bush and several other 
association leaders in New York 
state. It went into operation March 
21, electing Mr. Bush president. 
Mr. Bush said the association was 
formed “to bring employer and em- 
ploye together on a level plane. we 
are definitely not a labor organiza 
tion. Our objective is primarily 4 
social one.” 


=, oan i i ce 


rt 0 0 S| TP 


a 
a 


bo. Be Eyer nS mo Bie iy i ps3 oe 4 ‘ ae Covi J ~ “] : : 
Pe 
oe, \ 
a / 
a . 4 : ~ / 
Saas r ee 
i cere EL LS ‘ 
apa” 
Tr 
r 
s 
fi 
s 
w 
a v 
a tl 
: n 
Ls 
: al 
B 
tf b, 
: , de 
her w 
ee sl 
G 
; ee Po ra 
2 Re ah En ccc, of 
e sind | Ni 
ae G tic 
a ee ee 4 a . 
* | kal : : 
ce. wet do 
oa | * eae = th 
ae. my : wi 
: | =e 3f ha 
a | rr ae des 
7 . ae a —— fro 
| ee . 
Rey Sarr Lal uaa 1a oe ( 
age F i * TAL, ae oF ! 
stoill OT TST Aue ae” ; ag’ 
"ing nacelle E ‘ a oF Dh cen cae et eli: a i 
see a. ij &. a iol 
ee ON er =| | | “ 
wot ee | : aA cI ns 88) re) a E 
eee ae 1 * ee ’ \ ‘ . ¥ ‘ ‘ $ t a. re nar 
pre ————————r whi 
” i = ee ra iis ; : sup 
SS os SR ES De ose nO Te EE AE ee SUNDER re rn ee | noi: 
the 
a one 
7 4 1 
Par 
lift. 
tair 
me! 
of | 
a i 
wit! 
sep: 
a hi 
Be 
| 
_ > FOR HIGHEST EVAPORATOR EFFICIENCY | _ 
ey hs ‘- 
ee : 
pes d 
ee 
; | : 
77 gee = be. be ; vo = , a Be << — - ae ae 5 a rs 8) ee LA es E : a, oe ; : . Pe cng : fe i i Re ae Ay ore 
ae ae é ¥ vkb 4 aetna <2 yin vas ; eg ere, . 3 : ‘ rd 
Oe eee ee i ee a Be teats 


—., 


iS a 
ibor- 


have 
st of 
—but 
. 
many 
that 
il the 
—and 
them 


field, 
d job 
such 
finite 
r can 
t 6the 
e de- 


r has 
ors is 
ances 
ies in 
visits” 
_ con- 


source 

opera- 
Ss own 
O Serv- 
rood. 


adios 
ce 


1 farm 
erence, 
a farm 
wants 
second 

with 


number 


trade- ~ 


een no 
is have 
ids_ to 


sed re- 
on the 
value, 
prices 
unit is 
ndition- 
ie fixes 
leader, 
eturned 
within 


adver- 
»f floor 
ind at 
at all 
ospects 


Plan 


umn 2) 
as the 
ut that 
ure for 


receive 
e, The 
ated at 
in Chi- 
a1 other 
, York 
] March 
ent. 

ion was 
ind em- 
ne. We 
-ganiza- 
arily 4 


“Sa 


AIR CONDITIONING & REFRIGERATION NEWS, JULY 17, 1940 


5 


Tars Get Soda Fountains 
And Ice Cream Freezers 
On U.S. Navy Warships 


WASHINGTON, D. C.— Uncle 
Sam’s specifications for warships 
now include soda fountains and 
counter ice cream freezers. Mounted 
on steel plates which are fastened to 
the decks, this equipment is remov- 
able when the decks are cleared for 
action. 

When the U.S.S. “Denebola” 
recently was reconditioned as a 
repair ship for the fleet, an 8-foot 
soda fountain and 5-gallon counter 
freezer were installed as part of the 
ship’s service equipment. Fitted 
with a machine shop comparable 
with modern dry dock or land shops, 
the Denebola is capable of handling 
most any type of repairs, and carries 
a complement of 600 men. 

The 40-gallon capacity soda foun- 
tain, carbonator, counter freezer, 
and hardening cabinet were built by 
Bastian-Blessing Co., and _ installed 
py the Piper Co. of Baltimore, 
dealer in that city. 

Located on the second deck for- 
ward in a special all-tile room, the 
equipment is operated by the ship’s 
supply officer, and all profits are 
used for recreational activities of 
the ship’s crew. 


Press Booth Scheduled 
At Frozen Foods Show 


CHICAGO—In recognition of the 
rapid growth in size and importance 
of the frozen foods industry, the 
National Food Distributors’ Associa- 
tion, scheduled to hold its thirteenth 
annual convention at the Hotel 
Sherman here Aug. 21 to 24, has 
donated a large display booth to 
those factors of the trade press 
which are interested in the promo- 
tion of quick-frozen foods and allied 
equipment. 

This booth will be located in the 
frosted foods section of the exhibit 
hall, and is to be used for display 
of educational and editorial material 
designed to promote the interests of 
frosted foods industry and all its 


branches. 


Ideal Bottle Beverage 


Cooler Designed for 
25-Minute Reloading 


ST. LOUIS—A “reload’’ compart- 
ment which permits the user to re- 
load or cool beer in not more than 
25 minutes is a feature of a new 
bottle beverage cooler being intro- 
duced by the Ideal Beer Cooler Co. 
of this city. 

The new model will be a dry-type 
cooler and will be low priced. Chief 
features of the new cooler claimed 
by the company are: . 

(1) It is self-contained. 

(2) It has large storage capacity. 

(3) It will have one reload com- 
partment whereby the dispenser will 
be able to reload in 25 minutes 
should any brand in his supply run 
out unexpectedly. 


Tuthill Names 12 New 


‘Freezette’ Distributors 


CHICAGO—Addition of 12 new 
distributors to handle the sale of the 
Tuthill Automatic Freezette in major 
trading areas has been announced by 
H. T. Kessler, vice president in 
charge of the refrigeration products 
division of Tuthill Pump Co. 

New appointments include _ dis- 
tributors in Boston, Norfolk and 
Richmond, Va., Cincinnati, Ridgefield, 
N. J., Charlotte, N. C., Providence, 
Hartford, Conn., Amarillo, Tex., New 
York City, Zanesville, Ohio, and 
New Orleans, raising Tuthill’s repre- 
sentation to 32 distributors in princi- 
pal marketing centers. Current show- 
ings are now in progress in key 
cities throughout the southeast. 


Waukesha Motor Extra Dividend 
Voted; Subject To 2.86% Tax 


WAUKESHA, Wis.—The Wauke- 
sha Motor Co., maker of refrigera- 
tion units, has voted an extra dividend 
of 15 cents per share, payable July 
31 to stockholders of record July 15. 
The dividend is subject to 2.86% 
Wisconsin state dividend privilege 
tax. 


Weber Launches U.S. Drive To Sell Roll-A-Door 
Cabinets For Ice Cream, Frosted Foods Storage 


LOS ANGELES—Weber Showcase 
& Fixture Co., Inc. is launching an 
aggressive, nation-wide sales cam- 
paign to further extend the distribu- 
tion and sale of its ‘“Roll-A-Door” 
cabinet for storage of either ice 
cream or frosted foods. 

Feature of this cabinet, as the 
name suggests, is a rolling door 
which the company claims is far 
Superior to the orthodox flip-flop or 
lift-off lids. This door, said to be 
noiseless in operation, makes half of 
the cabinet visible and accessible at 
one time. 

The cabinet is divided into com- 
partments by tinned wire dividers, 
lift-out baskets, or ice cream con- 
tainers, so from two to six compart- 
ments may be opened by one move 
of the door. 

The doors themselves are covered 
with heavy-gauge stainless _ steel 
Separated from the reflector plate by 
a heavy, molded rubber breaker strip. 
All metal edges are locked into 
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breaker strip to prevent moisture 
from reaching the insulation. Lids 
operate on rollers on stainless steel 
track. 

Cabinet construction features 
panels of heavy-gauge Galvanneal, 
blind-fastened, and finished in white 
Dulux. Top is one-piece, 20-gauge, 
satin finish stainless steel with 
rounded edges and corners. 


Interior construction is of heavy- 
duty rust-resisting sheet steel, lock 
seamed, and _ soldered. Concealed 
direct expansion copper refrigeration 
coils are applied to all four sides 
and center wall. Walls and bottom 
are insulated with 4 inches of cork, 
bolted, lapped, jointed, and sealed to 
protect against infiltration of air or 
moisture. 


Weber Roll-A-Door cabinets are 
available in all standard sizes, both 
single and double row, for use with 
either self-contained or remote-instal- 
lation compressors. 

* * * 


For Convenient Dispensing of Frozen Foods 


Demonstrated here is 
the “Roll-A-Door” fea- 
ture of the new Weber 
low temperature cabi- 
nets. Two to six of 
the neatly arranged 
interior compartments 
are “opened up” by 


one move of the door. 


$15,000 Locker Plant 
Planned In Florida 


HOMESTEAD, Fla.—A_ $15,000 
refrigerated locker storage plant 
will be installed at Florida City 
farmers’ market during August, ac- 
cording to Gordon Dill, market 
manager. 

The state marketing board has 
made provisions for the new plant as 
soon as 300 applications for space 
have been made. Freezing and pro- 
cessing equipment will be included. 


R. Winthers, San Francisco, 


In Commercial Refrigeration 


SAN FRANCISCO—New company 
in the commercial refrigeration field 
here is Ray Winthers, 460 Seventh 
St., who formerly was with Colvin- 
Templeton, Inc. The company 
handles Koch cases and other com- 
mercial equipment, and _ features 
complete store planning service for 
meat markets, grocery stores, and 
cafe installations. Store cooling 
equipment also is handled. 


Peaslee-Gaulbert Adds 


To Miami Properties 


MIAMI, Fla. — Peaslee-Gaulbert 
Corp., Inc., appliance distributor with 
headquarters in Louisville, Ky., and 
warehouses in Miami and Jackson- 
ville, has doubled its Miami ware- 
house capacity, adding space at 152 
N.E. 11th St. to its former space at 
142 N.E. 11th St. The company now 
has 14,000 sq. ft. of warehouse space. 
Cc. F. Naul is Miami warehouse 
manager. 
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Ice cream products with that appealing 
“freezer-fresh’ flavor — Thanks To Brunner 


Uniformity of temperature ... dependability of perform- 
ance... smoothness and economy of operation—these 
are mighty vital factors in the successful merchandising 
of ice cream products. So it is only natural that the ice 
cream industry should turn to Brunner! In Brunner Con- 
densing Units are embodied the engineering foresight 
and structural stamina that comes from long association 
with the needs of commercial refrigeration. In design, 
metallurgy, precision of manufacture, today's Brunner 
Condensing Units represent the fruit of years of research 
and practical experience. Extra-heavy structural mem- 
bers... perfect alignment of rotating parts, all precision 
machined, all dynamically balanced ... bronze bearings 
throughout... silent eccentric drive ... large fin surface... 
oversize condenser—these are a few of the outstanding 
reasons for Brunner’s superiority in commercial service. 
So whether it's the protection of ice cream products or 
one of the many refrigeration applications —look to 
Brunner for reliable performance. The Brunner line in- 


cludes air and water cooled units from % H. P. to 25 
H. P. And every Brunner has Underwriters’ Laboratories 
approval and carries the U. L. Seal. Catalog on request. 
Brunner Manufacturing Company, Utica, N. Y., U. S. A. 
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Test Shows New Screen Material Reduces | 


Solar Load on Windows Up To 80% 


CHICAGO—Data on the reduction 
of the solar load through windows 
by the use of the Ingersoll ‘‘Kool- 
shade” sun screen is offered in a 
booklet recently released by the 
Ingersoll Steel & Disc Div., Borg- 
Warner Corp., here. 

The new screen is constructed on 
the principle of a venetian blind, 
using tiny flat wire “slats” to deflect 
the sun’s rays from glass surfaces. 
Vision is not obstructed. 

The booklet presents tables, at- 
tested by Pittsburgh Testing Labora- 
tory, giving solar heat gain values 
through windows protected by the 
Koolshade, and through bare single 
window glass. “Effective transmit- 
tance” (conduction) factors are also 
given. 

Tables are presented covering 
calculations at four latitudes, rang- 
ing 30° latitude to 45° latitude, for 
different times of the day. 

A specific example is made of a 
building in Pittsburgh, latitude 40°, 
to be cooled to 80° F. dry bulb. 
The problem is to find cooling load 
through south windows shaded with 
a Koolshade screen. 

By use of the correct table it is 
determined that the coefficient of 
transfer for solar heat transmitted 
through a window shaded with a 
Koolshade screen is 6 B.t.u. per sq. 
ft. per hour. The coefficient of 
effective transmission is 1.00. 

Figuring a 15° F. temperature 
differential the degree difference is 


multiplied by the coefficient of effec- 
tive temperature thus, 15° x 1.00 
equals 15. To this is added the 
coefficient 6—making a total of 21 
B.t.u. per sq. ft. per hour for the 
window having south exposure at 
12 o’clock noon. 

If the window were not equipped 
with the Koolshade screen, and the 
bare glass were exposed to the sun’s 
heat, the coefficient of transfer for 
the same time and place is given 
as 74. As before, the conductive 
transmittance factor (conduction) 
must be added, making a total of 
74 and 15 or 98. 

This would indicate that the heat 
reduction through the glass is re- 
duced from a factor of 98 to 21—or 
approximately 80%, permitting only 
20% to be delivered to the room. 

This compares as follows’ with 
the “Solar Radiation Transmitted 
Through Shaded Windows” as given 
on page 150 of the 1940 A.S.H.V.E. 
Guide. The table follows: 


* * * ys 


According to sales representatives 
of the company, cost of ‘“Koolshade” 
applied to double hung windows is 
approximately the same as boxed 
awnings, or about 50 cents per sq. ft. 
for the screen material alone. Costs 
are slightly higher on outward open- 
ing casement (steel or wood) win- 
dows, where special applications 
have to be made. 

It is well known to air condition- 
ing engineers that in the case of a 
loft (office) building, a large percent- 
age of the cooling load is found in 
the windows. The Koolshade screen 
offers an effective method of reduc- 
ing heat loads, particularly in appli- 
cations where other methods are not 
suitable. 


Kansas Store Gets 
150-Ton System 


WICHITA, Kan.—A 150-ton Car- 
rier air conditioning system employ- 
ing a centrifugal-type compressor is 
being installed in Rorabaugh-Buck 
Dry Goods Co., one of Wichita’s 
largest stores. The system is de- 
signed to maintain an 80° F. tem- 
perature within the store during 
even the hottest weather. 


. aelil 


Performance of Awnings, Shades, and Blinds 


% Delivered 


Type of Appurtenance Finish Facing Sun To Room 
ce ere ree ere een ree ot Plain 28 
ee narra ore ts ree et Aluminum 22 
Fuside snade, TUF GFAWN. 066... cscissiccccvenverseeses Aluminum 45 
Tamide shade; OG HATE GFAWN cnc ciccsccceasiccressses Buff 68 
Inside venetian blind, fully drawn...............+.+4- Aluminum 58 
Outside venetian blind, fully drawn............esseeees Aluminum 22 
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Servel 
“Humidraft” 
—the first forced- 
convection 

unit sold nationally. 
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NO VACATION 
THIS SUMMER! 


THE boss and the office force may 


take “time out” 


Summer. 


must work overtime at their jobs. 


It is during these “dog days” that 


the quality and stamina of Servel 


“Silver Fleet” 


the wholehearted approval of users, 
dealers and service men. 
the going gets tough, Servel units 


stand out head and shoulders above 


the crowd. 


Word-of-mouth advertising and _ re- 


peat business 


distributor’s sales far beyond the 


normal “season.” 
dom from 


him 


in the heat of 


But refrigeration systems 


machine 


extend 
What’s more, free- 


service worries enables 


to drive ahead with his sales 


units win 


For, when 


summer. 


_ There Is No Substitute _ 


For Experience 


program through the heat of mid- 


If you are interested in a line that 


is “hot” twelve months out of the 


the Servel 


year, a 


Air 


and 


R 


note on 


Conditioning 


your letterhead 


will bring full details. Write today 


to Servel, Inc., Electric Refrigeration 


Division, 


Evansville, Indiana. 
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Built With ‘Lindsay Structure’ 


This 25-ton Peerless 
central station air 
conditioner is built 
of Lindsay Struc- 
ture. Sections of 
the new material 
are assembled with 
a*wrench, “like a 
Meccano set” after 
they have been cut 
to custom size. 


* 
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Flexible ‘Structure’ Forms Housing on 
Central Station Cooling Unit 


CHICAGO — Lindsay Structure 
was used in making the housing 
structure for the 25-ton air condi- 
tioning system installed in the Board 
of Trade building here. Peerless of 
America, Inc., made the equipment 
which is used in the installation. 

This new method of construction 
was invented and developed by Har- 
vey B. Lindsay, president of the 
Dry-Zero Corp., and has been used 
in refrigerated trucks and in other 
types of structures to which it lends 
itself. The company builds no cabi- 
nets itself, but fabricates and sells 
the necessary Lindsay Structure to 
specified dimensions and details. 

Peerless of America, Inc. has 
adopted the use of Lindsay Structure 
for its central station type of air 
conditioning unit, but has not adopted 
the structure for use on cabinets in 
its other lines. 


RADICAL DEPARTURE 


Claim made for Lindsay Structure 
is that its radical departure from 
conventional methods of putting to- 
gether steel sheets and framing gets 
full structural strength from the 
sheet metal—generally thought of 
only as a covering material—with 
the result that unusual strength and 
rigidity with relatively light weight 
is achieved. 

The panel sheets, framing mem- 
bers, and fittings can be assembled 
with a socket wrench, “like a 
Meccano set.” 

The structural strength of the 
sheets is made available by pulling 
the sheets into tension between the 
framing members. These “pre- 
tensed” sheets instantly resist any 


moving of the framing, it is said, 
and the load is distributed over their 
entire area. The sheets are fastened 
to the framing without the use of 
rivets or weld points. The Lindsay 
Structure offers ease of assembling 
and dismantling from the outside, 
equivalent to the simplest bolted 
construction. 


NO WELDING USED 


Cabinets can be erected in all 
sizes and styles, since standard Ls 
materials are fabricated to within 
% inch of any desired dimension. 
All materials are marked to facilitate 
erection. Parts are assembled with- 
out riveting or welding, and no 
cutting or fabrication is necessary. 
Size of the finished structure can be 
altered by adding or removing 
panels. 

In the Lindsay Structure frames 
for inspection doors are fastened 
directly to the Ls frame or spot- 
welded to the panel sheets. If 
desired, doors can be replaced by 
regular panel sections of the same 
dimension. 

Insulating material can be placed 
between the wall’ and lining by 
fastening furring strips to the flanged 
channels. 

From the manufacturer’s or con- 
tractor’s point of view, say its 
proponents, Lindsay Structure mate- 
rials make it possible for him to 
build special cabinets and enclosures 
of any size or shape for specially 
designed equipment or to conform to 
irregular space requirements, yet at 
the same time the parts can all be 
made by quantity production methods 
so that the cost is nominal. 


Air Conditioning Essential To Speed 
Materials For National Defense 


CAMBRIDGE, Mass.—Air condi- 
tioning will play an_ increasingly 
important part in the government's 
preparedness speed-up program, pre- 
dicted Dr. Willis H. Carrier, chair- 
man of the board, Carrier Corp., at 
the first annual Air Conditioning 
Institute held recently at the Massa- 
chusetts Institute of Technology. 

Citing the case of American muni- 
tions plants during the World War, 
where humidity control in fuse load- 
ing assured perfect operation of time 
mechanisms on shells and bombs, 
Dr. Carrier contended air condition- 
ing will prove a great help in con- 
trolling the accuracy and quality of 
other vital war devices and materials. 

Furthermore, air conditioning will 
make it possible and practical for 
large industrial plants to operate 24 
hours a day, every day of the year 
if necessary, he pointed out. 

During the last World War, Dr. 
Carrier said that his firm cooperated 
with the government in finding the 
answer to one of the vexing prob- 
lems of shell manufacture. It was 
found that unless humidity conditions 
were rigidly controlled during manu- 
facture, devices for timing shell 
explosions could not be uniformly 
accurate. 

Airplane factories also are finding 
air conditioning a boon in their 
“doping” rooms. Technically known 


as acetone, this “dope” is a health 
hazard for workers, in addition to 
being very expensive. Recovery of 
much of this “dope” from the air 
through a secret air conditioning 
process, has resulted in a consider- 
able saving in health and dollars. 

Among other applications where 
air conditioning is proving helpful 
are in gun turrets of naval vessels, 
ammunition factories where volatile 
liquids are stored, and in air raid 
shelters and gas mask manufactur- 
ing for the protection of the public. 


Rare Books Protected By 
Electrostatic Air Cleaner 


RICHMOND, Va.—Rare and valu- 
able books stored in the new Virginia 
State Library here will be protected 
by electrically cleaned air supplied 
from a Westinghouse “Precipitron. 
Five units having a total capacity 
of 57,750 c.f.m. will protect all books 
and manuscripts stored in the build- 
ing. 

In addition to removing ordinary 
dirt, the electrostatic air cleaners 
are said to eliminate minute particles 
of air borne sulfurous compounds, 
which cause deterioration in book 
papers. 
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spring. He points out that much of ‘ re 
Midwest Jobbers Meet Suppliers the refrigeration equipment in serv- ; Counter Display Case Is Silent But Ef fective 
' ice is between ten and twelve years x . 
old and badly in need of replacement. Member of Baltimore Jobber’s Sales Force 
If the large Nebraska farms get 
enough moisture for a good crop . 
this year, Mr. Wickham believes that BALTIMORE—A display case fea- 
1940 will be unusually active in the | turing usually slow-moving items is 
refrigeration trade The past five | being used as an “extra salesman 
years have been considered “dry” | 2t Parks & Hull, parts jobber here. 
seasons, and the farmers are looking | The case, placed flush with the 
forward to good crops (from present | Counter, carries a display of these 
indications) this year. items with special prices as an 
The Wickham house organ goes to added come-on. 
a mailing list of some 300 customers The displays are left in the case 
in the valley of Nebraska and north- | for three weeks or a month, being 
ern Kansas. A recent “classified ad” | Changed at this interval to keep 
page in this circular reads as follows: | S¢rvice men on the constant look for 
From ONE DEALER TO ANOTHER: bargains in the featured merchandise. 
Lester's Electric Co. at Failbury, Nebr. | It has been a very successful means 
son Copeland 5-foot refrigerators pec questi aver seek thet rang ean 
One General Electric 5-foot refrigerator gathering dust up to the time the 
all * good operating condition. These | idea was tried. 
re fo ice. ’ 
If wieuals wake ‘. ‘> cue ome Sem ~ anlesmen have bee ng 
Earl Dove. successful this year in merchandis- 
* * # ing other items on aggressive sales- 
A '%-hp. Ice-O-Matic air cooled com- i - - 
pa completely overhauled is listed ee ie cmdaiex sedan th (Left to right) Bill Schulte, 
for sale by Walt Spargo 2407 North Bill Thomas, and Preston Bur- 
82 St., Lincoln, Nebr. Contact Walt | the sale of over 1,000 driers since ‘om echenenan tee Caske & tout 
if interested. eas the first of the year. Reitinnese parts jobbing eng 
Artic Refrigeration Service 713 No. 17 As an “add-on” item in selling, 
St., Lincoln, Nebr. are in the market | a special mechanics hand cleaner has | this year, making it another extra- 
for some used domestic refrigerators. | been featured and by pushing this | income item for the firm. 
Refrigeration parts and supply jobbers mixed with manufacturers’ >! ave i cea ae item to customers the salesmen have George J. Roche is manager of the 
representatives when Midwest jobbers met at Republic Electric Co., usk for Ned Waechter or Lon King. | Moved several cases of this cleaner | Parks & Hull jobbing operations. 
Davenport, lowa jobber. Here’s identification for the men pictured above: 
(Top row, left to right) K. B. Pluff, Ansul Chemical Co.; Frank “4 
Thorndike, Detroit Lubricator Co.; Pond, Refrigeration & Industrial Sup- 
Mare Shanc, Fedders Mfg. Co.; M. W. ply Co., Inc., Minneapolis jobber; 
Knight, Peerless of America, Inc.; J. P. Kleinhaksel, National Refrigera- “a — 
said, Bob. Anderson, Imperial Brass Mfg. tion Supply Co., Sioux City, Iowa hte Poztable SAVES CALL BACKS, DELAYS 
i Co.; Joe Page, Detroit Lubricator Co.; jobber; J. F. Boyd, Dennis Refrigera- 
Poco Archie Fait White-Rodgers Electric tion Co., Des on Tart Iowa jobber; PAYS FOR ITSELF OUT OF 
se of Co. and Marlo Coil Co.; Jim Moravec, By ke Bengston and J. S. Kimmel, @ 
ndsay Penn Electric Switch Ce.; K. Maginot, Republic Electric Co.; E. L. Tram- Ls GAS and OIL SAVINGS 
‘ Dayton Rubber Mfg. Co.; A. W._ posh, Refrigeration Equipment Co., 
bling Barber, Delavan Engineering Co. Kansas City, Mo. jobber; H. D. é/ 
oe (Bottom row, left to right) Tom Graves, Temprite Products Co. 
olte 
= and recirculated air. The conditioned 
St. Louis Jobber Installs air is distributed by means of a duct 
| system extending to the private and 
n all é , i general offices. 
‘d Ls Show Cooling System A large Henry Silica-Gel dehydra- 
vithin tor is installed in the liquid line with 
nsion. In Its Own Quar ters by-pass piping, the by-pass connec- 
litate tions being arranged by means of 
with- ST. LOUIS—To show prospective | Henry “Freon” angle shut-off valves. 
d no customers, contractors, and service Superior liquid line indicators are 
sary. men how a complete air conditioning | used in the liquid line at the con- : 
an be system functions in actual operation, | densing unit and also at the sus- NO SALES 
oving Brass & Copper Sales Co., refrigera- | pended conditioning unit. 1 PASSED UP 
tion supply jobber, recently installed An Alco liquid refrigerant solenoid gue 
"ames a 10-ton system in its offices here. | valve and Sporlan thermostatic ex- “— 
tened The new system, which will provide | pansion valve are used to control the 
spot- comfort for employes and visitors, | flow of refrigerant through the Mc- 
If is made up of equipment sold by | Quay suspended conditioner. 
d by the organization. Installation work was handled by 
same Because the system is a “show | the Sodemann Heat & Power Co., 
job” in the true sense, the company | air conditioning contractors of St. 
laced wanted as complete an installation | Louis. 
z by as possible, incorporating the most 
anged up-to-date features to be found in an 
air conditioning system of this size Free Advertising In 
en and character. 
y is Installation was made in accord- 
“~~ ance with the A.S.R.E. code, and House Organ Of. fer ed 
m to designed to comply with the provi- 7 
sures sions of any code which may be By Wickham Supply 
nang passed by the city of St. Louis in 
ge — — a LINCOLN, Neb.—Rebuilding house- 
ll be ‘ efrigeration is supplied by €@ | hold refrigerators and commercial 
ed Wo-speed Par compressor, designed condensing units, including various 
for use with an evaporative con- | hermetic models, is the principal 
a denser. This unit operates as either business of the J. F. Wickham Supply 
id a 5 or 10-hp. system from White- | Go. here. 
Rodgers thermostats, depending on The company also circulates a 
yp Pcl —— - it small mimeographed “house organ” 
type “L” pinrondl cine "aan eee ir a oy Rese adver- FITS IN THE BACK OF ANY CAR—even a EASY TO HANDLE— compact, tough and 
in the hook-up. pera eoung y » A ccmtgiosee motorcycle compartment—The Dayton durable, telescoping* case of Swedish 
ealth An Acme Industries evaporative — vg re bape = “ a V-Belt Service Kit gives “ton the job” Fibre, richly finished in brown—with 
yn to condenser, installed on the balcony = -— poe ey Sadan ied the V-Belt replacement service for all lead- heavily reinforced corners and steel 
ry * of the store, is used to remove heat Gem's refrigerator rebuilding activity ing makes of automatic refrigerators. edges—strong leather handle and all- 
ad from the refrigerant. The water | j, strictly wholesale and if a cus- Saves call-backs, delay, customer squawks. round web strap. 
sider- ae and fan on this unit are both | tomer of one of the firm’s accounts “(Expands to hold 8 Belts if desired.) 
ane a with the compressor, | sends in a refrigerator, the cus- 
vhere the Posi ote to start and stop as | tomer is billed at list and the account 
sIpful A pressor operates. ; is given full credit for its share in 
ssels, _ @ condenser has a galvanized | the transaction. Mail inquiries con- 
latile ‘ron internal liquid receiver which | cerning rebuilding are referred to a 
raid = ‘ised as the operating receiver for | dealer in that locality. 
etur- the storage of refrigerant when the The firm handles the Par line of 
ublic. unit is pumped down for the winter. | refrigeration machines and has re- 
Superior line shut-off valves are used | cently taken on the Kelvinator line 
“ll ot piping to and from the ex- | of commercial refrigeration. 
By hs vetestneiae According to Mr. Wickham, the 
is n Acme oil Separator was in- | firm rebuilds 50 sealed units and 
. alled, and equipped with sight | 300 open type units per year, of 
ner Slasses in the oil separator as well | which 50% are commercial refrig- 
4S in the oil return line to the com- | eration compressors. Prices on re- 
vale P “ssor crankcase, effectively demon- | conditioning of sealed units are 
cinia rae ey the efficiency of the separa- | currently as follows; net: 
ected or in actual operation. 
‘plied Vibration is eliminated from re- | Frigidaire Meter Miser ............ $27.50 OPEN ON THE JoB—the easy to handle 80% OF V-BELT REPLACEMENTS for house- 
_s frigerant and water lines by the use | GrUMow .......eeeeeeeeeee eee eees 26.50 Dayton V-Belt Service Kit includes an hold refrigerators are included in the 
_— Cf Chicago Metal Hose “Vibra- | Masestic.-:-:--.eesteeeec resect eees 32.50 assortment of 43 fractional horsepower assortment of 43 Dayton V- Belts for all 
acity Sorbers.” Th , ; G-E DRI, DR2 ...............s005. 34.50 V-Belts, which are visible at a glance— leading makes such as Frigidaire, General 
»00ks ese flexible connections | G-E SD40, DA1 ................0065 35.00 p ; 3 
asi Were also installed on the suction | G-E D40, D41, DR4 ............+:« 54.50 also a Ready Reference V-Belt Replace- Electric, Kelvinator, Norge, Servel, West- 
yui and discharge lines to the I 65.00 ment Catalog and the handy V-Belt inghouse and others. Complete withV- Belt 
| tive atadaueee Geek te the Pen: a Electrocold or Coldspot (open).... 21.50 Matchometer for quickly measuring Matchometer, Replacement Catalog and 
— Conditioner, a 10-ton McQuay unit Norge Rollator (small) ........... 10.00 worn-out belts and instantly identifying Telescopic Carrying Case— saves call- 
ven oy Coolin g is supplie d from this direct Mr. Wickham reports ee eneieet the correct replacement Dayton V- Belt. backs, delays — pays for itself. 
wai, Cellened ean a ae unit, which is for refrigeration equipment, espe- ASK YOUR DISTRIBUTOR FOR DETAILS, OR WRITE TO 
book and fa Se ene OY | ee ee eer ee THE DAYTON RUBBER MANUFACTURING COMPANY, DAYTON, OHIO 
aa n motor. Dampers are pro- | ment, liquid cooling, and beer cool- a ad 
‘ded to control the volume of fresh | ing is active in the Lincoln area this WORLD'S LARGEST MAKERS OF V-BELTS 
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WINDOW DISPLAYS 


J. Walter Johnson, Noted Display Designer, 


Offers Practical Suggestions on Display 
Technique That Any Dealer Can Use 


PORTLAND, Ore.—‘You’re cheat- 
ing yourself,” is J. Walter Johnson’s 
admonition to any refrigerator and 
electrical appliance dealer who is 
not collecting full dividends from 
his display windows. 

“Store rent is based on sidewalk 
circulation,” said Mr. Johnson, vet- 
eran display manager of the Powers 
Furniture Co. and winner of 128 
cash and trophy prizes for his 
artistry in window display. “Appli- 
ance dealers spend hundreds of 
extra dollars for rent in order that 
they may have show windows to 
draw traffic into their stores.” 

Therefore, Mr. Johnson avers, a 
dealer who does not make full use 
of his expensive window space is 
cheating himself out of those extra 
dollars. A dealer who doesn’t take 
full advantage of his window space 
might just as well save rent by 
maintaining his business in an up- 
stairs location. 

Questioned about methods by 
which refrigerator and_ electrical 
appliance dealers might achieve suc- 
cessful windows, Mr. Johnson outlined 
the following: 


WHAT TYPE OF WINDOW BEST 
ADAPTS ITSELF TO DISPLAY 
PURPOSES? 


When the Powers Furniture Co. 
was recently remodeled, Mr. Johnson 
was asked to design the windows. 
His first suggestion was that the 
floors of the windows be set low, 
down to street level or even an inch 
or two below the sidewalk surface, 
it being his contention that the show 
window is like a stage, and all 
theater-goers like full view of the 
stage. 

Another request was that the plate 
glass windows should not be marred 
by dividers. He wanted the windows 
to be spacious and the walls to be 
finished with flat white paint, with 
no tricks in architecture to detract 
from the merchandise on display. 


He also asked that the floors of 
the windows be carpeted in plain 
black. 


WHAT TYPE OF LIGHTING 
GETS BEST RESULTS? 
“IT have found that fluorescent 


lighting adds 100% to the effective- 
ness of a display window. 


ARE BACKLESS OR CLOSED 
DISPLAY WINDOWS 
RECOMMENDED? 


“My answer to that question is, 
emphatically, closed windows. The 
large department stores, experts in 
merchandising, would choose the 
most effective method of window 


display—and what type of window 
do you find in every department 
store in the country? 

“It seems to me that a definite 
disadvantage of open displays is the 
fact that a person on the street can 
glance into your store. He can see 
the exact number of customers in 
the store, or notice the preponder- 
ance of salesmen over customers at 
slack times during the day. The 
rapid impression gained from such 
a glance isn’t often in favor of the 
store. 


WHAT KINDS OF WINDOWS 
ATTRACT MOST ATTENTION? 


“Any theme having human inter- 
est is bound to attract attention. 
People are more sentimental than 
they care to admit, and sentimental 
themes prove particularly effective. 
Remember that you are trying to get 
the attention of the shoppers who 
hurry by your store as well as to get 
the attention of ‘window shoppers.’ 

“My idea is this: it takes the 
average person from three to four 
seconds to pass the average show 
window. There must be something 
in that window compelling enough 
to catch his attention in those few 
seconds, so that he will stop for a 
further investigation. 

For instance, there might be the 
figure of a man, reclining. The 
passerby stops to see just what that 
man is doing, reads the placard for 
an explanation. Since the last and 
most emphasized word on the pla- 
card is the name of the refrigerator 
in the display, his final glance rests 
on the refrigerator. That is what he 
remembers. 

“People like to look at other 
people. If there are figures in your 
window, you’ve taken the first step 
toward human interest. If those 
figures are doing something interest- 
ing, you know that the window will 
attract attention. 

“The drawing power of a human- 
interest story, simply told, is much 
greater than that of a modern or 
mechanized display. 


HOW DO YOU KNOW IF A 
WINDOW DISPLAY IS 
A GOOD ONE? 


“Go stand on the sidewalk a few 
yards from the window. Watch the 
people passing by. How many give 
the window one glance and walk on? 
How many stop to give your display 
their closer attention? How many 
are so interested that they walk 
into the store after a good look at 
the window? 


“You can judge your window by 
the results it brings. 


‘Human Interest’ Is Key To 


we sn ici iG: nce os 
W ONE WEEK THE KOLOMATOR 
Ca PRODUCE aS MUCH COLD 
6 1980 as. of wel 


Traffic-Stopping 


Windows 


Statistics in a sales 
argument can be 
dramatized effec- 
tively, as is demon- 
strated in this win- 
dow designed a year 
Or so ago by J. 
Walter Johnson of 
the Powers Furni- 
ture Co., Portland, 
Ore. Note how at- 
tention is centered 
on the one thought 
of the display. 


Human interest, in- 
troduced artistically 
in this window de- 
signed by J. Walter 
Johnson, stopped 
and got the atten- 
tion of many a 
passing Portlander. 


HOW CAN A SMALL STORE, 
WITH NO DISPLAY MANAGER, 
MAINTAIN EFFECTIVE 
WINDOWS? 


“The contest method has_ been 
used with excellent results. The 
store salesman takes charge of 
window displays, the assignments 
rotating weekly. A set allowance is 
made for display materials to be 
purchased for each window; the 
salesman sets up his window by him- 
self. A cash award is offered for the 
best window over a certain period 
of time. 

“Such a method provides the neces- 
sary incentive for provoking in- 
genuity on the part of the salesmen; 
attractive windows and better busi- 
ness are the welcome results. 


HOW DO YOU GET IDEAS FOR 
WINDOW DISPLAYS? 


“(1) I watch all kinds of window 


displays. I notice which windows 
catch my attention, then analyze the 
eye-compelling factors utilized in the 
display. 

“(2) I keep on the alert for figures 
or statistics which can in some way 
be dramatized to make a good dis- 
play. 

“(3) When in search of an idea I 
leaf through magazines, giving spe- 
cial attention and analysis to those 
advertisements which are so attrac- 
tive that I feel compelled to stop and 
read them. 

“A post card from a refrigerator 
manufacturer once gave me an idea 
for a window display: we built a 
reproduction of a refrigerator ice 
tray, 7 feet in length, and filled it 
with ice cubes (the cubes made of 
beaverboard and _ painted white, 
green, blue). A _ refrigerator, plus 
this huge up-ended ice tray, and a 
placard, ‘All the ice you want,’ made 
up a window which really sold 


refrigerators. 

“By keeping on the alert, ideas for 
refrigerator displays will occur to 
you so plentifully that you will have 
only to stop and choose the ones 
which can be worked out with the 
most drama. 


WHAT MATERIALS DO YOU USE 
IN MAKING WINDOW DISPLAYS? 


“Beaverboard and showcard paint 
are essential. I use beaverboard for 
the cut-out figures. A small draw- 
ing or cartoon may be enlarged by 
the square method if you aren’t an 
artist. Trees, shrubbery, and back- 
grounds may likewise be made of 
beaverboard and painted with show- 
card colors. 

“Dealers who aren’t sure of their 
artistic ability may secure expert 
talent for their window decorating 
jobs by contacting the art teacher 

(Concluded on Page 9, Column 1) 
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Separate “On and Off" Knobs & Universal Range & Capillary Pressure Connections 
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% Polartron Equipped Compressors can be Converted to Produce Frost-Free Constant Cold 


FOR PRESSURE 
CONTROL UP 
TO 14H.P.A.C. 


Fewer Models to Stock yx Minimum Free Service ye “Cooling Control” on Cut Out or Cut In %& No Short Cycling 
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Winning Water Heater Displays Show Ingenuity In Design and Neat, Modern Treatment 


Refrigerator Can Be 
Displayed Effectively 
All Year, Says Expert 


(Concluded from Page 8, Column 5) 
in the local high school. She will be 
glad to supply the names of out- 
standing students who will welcome 
an opportunity to put their talents 
to a constructive use. During my 
years with the Powers Furniture Co. 
I have given a start to several artists 
who are now well-known. 

“I find a stock of artificial flowers 
very useful; through the years I 
have built up my supply of flowers 
so that now I have varieties suitable 
for any season of the year. 

“Blocks which are easy to handle 
and which form attractive floor 
finishes for display windows may be 
cut from heavy insulating board. 
After beveling the edges, paint the 
brick-sized blocks in eight or 10 
different warm colors — yellow, 
orange, cream, brick-red, Spanish 
red. You will find innumerable uses 
for such blocks in your displays. 

“All the properties used in your 
windows should be carefully packed 
away, for they may be used again 
and again. By adding occasionally 
to this supply you will build up a 
sizable stock of display materials. 


HOW CAN REFRIGERATORS BE 
ATTRACTIVELY DISPLAYED 
IN THE ‘OFF’ SEASON? 


“Refrigerators can be effectively 
displayed the year around. A window 
we once used in the coldest part of 
the year had a painted snow-covered 
landscape in the background, a 
refrigerator, a cut-out snowman, and 
piles of cotton snow in the fore- 
ground. The placard read, ‘It’s 
always summertime in your kitchen. 
A refrigerator is a year-around 


necessity.’ 
“That window would have been 
equally effective in the hottest 


summer months. 


HOW OFTEN SHOULD WINDOWS 
BE CHANGED? 


“It seems to me that it is a mis- 
take to change a window too often. 
New persons are seeing the display 
each day, and a week isn’t too long 
to keep a window. If a window is 
especially effective, don’t take it out 
to make room for another display; 
keep it in; let every good window do 


its maximum in merchandising for 
you.” 


Appliance Store Sales 
Gain In Gov't Survey 


WASHINGTON, D. C.—Household 
appliance stores continued to show 
Sales gains considerably over the 
national average for all stores during 

ay, according to a summary pre- 
Pared by the bureau of the census, 
based on reports from 23,352 firms 
N 34 states, 

appliance stores reported gains of 
pl Over the same period of 1939, 
in against 6.5% for all stores report- 
on the survey. For the first five 
- hs of the year, sales by appli- 
Pog Stores were 13.4% higher than 

1939, for stores reporting. 
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Kitchen Bureau Names 
Display Contest Winners 


NEW YORK CITY—Donald Duck 
piloted Ohio Edison Co., Akron, to 
the first place award of $100 in 
Modern Kitchen Bureau’s _nation- 
wide contest for the best window 
display of electric water heaters this 
spring. Idaho Power Co., Boise, was 
awarded second prize of $50. 

J. W. Hoogerhyde, manager of 
Ohio Edison’s display department, 
received the $100 prize, and J. K. 
Newport of Idaho Power’s display 
department carried off the $50 sec- 
ond money. 

First-prize window pictured Donald 
Duck sailing the seas with an electric 
water heater, and chanting a verse 
about the convenience, safety, and 
dependability of electric water heat- 
ing. The Boise window showed a 
shivering household, waiting for an 
old-fashioned water tank to heat, 
and captioned: ‘Don’t be a _ tank- 
patter.” 

Ten third prizes of $10 each were 
awarded. These went to: Buffalo, 
Niagara Electric Corp., Niagara 
Falls, N. Y., F. S. Wahl, Jr.; Elec- 
tric Power Board of Chattanooga, 
Tenn., C. B. Osborne; Gulf States 
Utilities Co., Beaumont, Tex., Brice 
L. Pettie; Kansas Gas & Electric Co., 
Wichita, Kan., Nat Wylie; Minnesota 
Power & Light Co., Duluth, Minn., 
R. E. Anderson; Northwestern Elec- 
tric Co., Portland, Ore., J. W. Brem- 
mer; Philadelphia Electric Co., 
Philadelphia, W. Gilbert Brown; 
Tennessee Eastern Electric Co., John- 
son City, Tenn., George T. Speed; 
Wisconsin Michigan Power Co., 
Appleton, Wis., N. A. Zanzig. 


Store Lists Benefits 
Of Fewer Models 


LOS ANGELES—Fewer refrigera- 
tor brands has meant more refrig- 
erator sales for Eastern-Columbia 
department store here. This store 
has found that handling two lines 
instead of five simplifies the sales 
approach and makes it more effec- 
tive. 

Sales approach under the two-line 
system begins by asking the pros- 
pect if she has any preference for 
either make. If she does, then the 
sales story is concentrated on that 
make. If she does not, the salesman 
starts to make a point-by-point com- 
parison of the two lines until he 
begins to notice a more decided 
response toward one or the other. 


Previously, when the store was 
handling five lines, it was found 
that a great many shoppers were 
inclined to take advantage of this 
wider display simply to make com- 
parisons. 


Sensing this, the salesmen, almost 
unconsciously, had reached the point 
where their talk on the first unit 
with “light” and lacked punch, the 
second model would get a stronger 
push, and so on progressively through 
the line, with the fifth model really 
getting “the works.” This policy, the 
store found, tended to confuse the 
customer so much that many walked 
out and bought elsewhere. 

The store’s physical set-up makes 
it more practical to use “general” 
rather than one-line salesmen. 


| ssi Se 


(Left) J. W. Hoogerhyde, display 
manager of Ohio Edison Co. at 
Akron, Ohio, arranged this effective 
window display to promote electric 
water heating, and won first award 
and cash prize of $100 in national 
contest conducted by the Modern 
Kitchen Bureau. Colors are blue, 
orange, and white. 

(Right) This animated figure of a 
shivering householder waiting for the 
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old tank to get hot was the center® 


of attention in this second prize 
window. Design was by J. K. New- 
port of the display department of 
Idaho Power Co. at Boise, Idaho, 
who received the second cash prize 
of $50. Large circle was dark 
green; inside panel, light green; base 
and outer curve, primrose yellow 
with black lettering. The man’s 
arm moved in life-like manner 


Electrical Wholesalers 
Convention Date Set 


PITTSBURGH — Semi-annual con- 
vention of the National Electrical 
Wholesalers’ Association will be held 
at the Hotel William Penn here 
Oct. 22 to 25. 


THIS NEW IDEA CHANGE 
OLD PLATE STANDARDS! 


whooping for better cold 


oniy Jeerleoa 
ZERO PADS 


Are ALL Prime Surface 


Talk about streamlining—here’s a product that has it from S to G! 
ZERO PADS—the latest Peerless contribution to a tremendous market 
lates! Amazingly engineered to banish 
every last bit of useless weight and space. Incredibly slimmed down— 
yet more cold-productive, pound for pound! 

Picture this—the diagrams below will help you. Two sheets of steel 
pancaked together, enclosing parallel strips of thin steel, which form 


the walls of the refrigerant circuits. All electrically welded together for 


lifetime service. Circuits so designed that pressure dro 
barest minimum. No coils to leak, no vacuum neede 


is reduced to 
to hold tubes 


to a secondary surface. Every inch of a Peerless Zero Pad is prime surface 


... every inch delivers a full quota of cold! 


That’s streamlining, we say. So will you, when you 
see a Zero Pad with all its sleek, slim efficiency. 

You can use Zero Pads singly, in batteries, or as 
actual shelves. Their flat, corrosion-proof surfaces 
are easily cleaned by scraping or brushing, eliminat- 
ing defrosting shut-downs. Wide variety of standard 
sizes covers practically every installation need—spe- 


cial sizes if you have to have them. 


If there ever was a product with a zooming demand, 
you have it in Peerless Zero Pads. Locker plants... 
sharp freeze rooms ... beverage coolers ... packing 
plants ... soda fountains ... refrigerating trucks... 
all are immediate prospects for this new space-saving, 
to Zero Pads is on 
—cut yourself in for a slice of the profits. 


Ask Your Refrigeration Parts Jobber 


Feeds. OF 


top-flight performer. The swin 


Today’s best bet for LOCKER 
PLANTS ... TRUCKS... SHARP 


FREEZE ROOMS, etc. 


INTERNAL 
~ SPACERS 


‘ This cross-section 

PASSAGES shows how forma- 
tion of refrigerant 
passages permits 
extreme plate 
thinness. 


OUTSIDE 
PLATES 


sure 
ee Zero Pads can be 
Passacee | supplied with en- 

A tectic solution for 
INTERNAL applications re- 

SPACERS quiring holdover. 


CHAMBER 
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OUTSIDE 
PLATES 


* Streamlined to thinner than a lead pencil. 


AMERICA tnc. 


Midwest Factory, General Offices —515 W. 35th Street, Chicago 


NEW YORK FACTORY 
43-20 34th Street 
Long Island City 


PACIFIC COAST FACTORY SOUTHWEST FACTORY 
3000 South Main St. 2218 N. Herwoed St. 
Los Angeles, Calif. Dallas, Texas 
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EXPORT DIVISION 


P. O. Box 636 
Detroit, Mich. 
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Wanted: Some 
New Words 


D. KEEFE, refrigeration 
\X e sales manager for Fed- 
ders, believes that the word 
“jobbers” has something to do 
with the occasional _ strained 
relations that arise between 
manufacturers and those who sell 
parts. The word “jobber,” he 
believes, implies one who purchases 
distress merchandise, job lots, 
and whatnot. 


It is his suggestion that refrig- 
eration ‘‘jobbers” change their 
name to “wholesalers.” Then, 
believes Mr. Keefe, the reaction 
on the part of manufacturers of 
household refrigerators would be 
more favorable, as it would more 
clearly designate the real function 
of such enterprises in the refrig- 
eration industry. 


Others to whom this suggestion 
has been relayed seem to agree 
that it has much merit. They 
feel that manufacturers, distribu- 
tors, and dealers would not resent 
the word “wholesalers” like they 
seem to resent the word “jobbers.” 


And in an adjoining column, 
Harry Alter goes even farther. 
He thinks that new words are not 
only needed for “‘jobber,’’ but for 
“service man” and even for 
“refrigeration.” 


(Editors of the NEws, who each 
week smash their brains over the 
nearly impossible task of squeez- 
ing the long word “refrigeration” 
into a headline, would certainly 
welcome a_ substitute for that 
one!) 


Writes Mr. Alter: 


“Our company is engaged in 
the business of supplying so many 
different things that could not 
possibly be called refrigeration 
parts, that such an appelation 
does not fit us, nor any of the 
other firms likewise engaged. .. . 


“Certainly our industry can 
look forward to many, many years 
of prosperity and activity. Cer- 
tainly it is a highly specialized 
one, and in view of the fact that 
so many of us will be engaged in 
this endeavor for the rest of our 
lives, it is still not too late to try 
to establish a vocabulary in the 
industry that will more truly 
describe the art, as well as the 


“good” and “bad” words in direct- 
ing the emotions of the people 
they rule. 


Advertising men have, in a 
haphazard, unscientific fashion, 
made occasional strikes on the 
mother lode of semantics. But 
business in general has been quite 
ignorant, oblivious, or even con- 
temptuous of the possibilities 
which lie in the study of words 
and the effect they can have on 
human being and human behavior. 


We are not suggesting that Mr. 
Stuart Chase, Mr. Walter Lipp- 
mann, Mr. Floyd Allport, or Mr. 
William Casey (leading scholars 
in the science of semantics) be 
brought into the industry for 
consultation, or that any quack 
soothsayers be called in to work 
any hocus-pocus. 


But we do say that the refrig- 
eration and air conditioning indus- 
try could use some new words 
—some simple, direct, pleasant, 
catchy words—and some titles 
which are more accurate than 
some now in use. Discovery and 
adoption of such new vocabulary, 
we firmly believe, is much more 
important to the future of the 
industry than might appear at 
first glance. 


The Chair will now recognize 
those who wish to offer nomina- 
tions. 


Opportunity 
In August 


ITH an eye toward stimu- 

lating new fall business, 
the building industry is laying 
plans for an “all-out” drive this 
summer to promote _ property 
modernization and repair, with 
emphasis on “pay by the month.” 


This nation-wide campaign is 
planned to break simultaneously 
in all sections of the country in 
mid-August. The new drive, pat- 
terned closely after last summer’s 
similar and highly — successful 
campaign, will again stress ‘Fix 
Up Your Home! Modernize,” and 
convenient monthly payments on 
the FHA plan of _ instalment 
buying will be featured. 


Dealers who tied in aggressively 
to last year’s drive found that 
many modernization jobs can be 
closed and new prospects developed 
by featuring FHA-insured (Title 
I) loans. Plainly, someone is 
doing a considerable volume of 
business under this plan, since 
Federal Housing Administration 
figures prove that about 3,000,000 
of these modernization loans have 
been made to date. 


That means’ something like 
$1,100,000,000 worth of property 
improvement already financed on 
the FHA plan. An _ impressive 
total, even in an age of astronomi- 
cal figures! 


Has all the property improve- 
ment already been done? FHA 
officials think it’s only begun, since 
applications for loans seem to be 
steadily rising and at present 
average about 10,000 a week. 


As a matter of fact, FHA offi- 
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cials throughout the country point 
out that industry is approaching 
that agency more and more 
frequently with cooperative sug- 
gestions and plans to make the 
most of the FHA modernization 
and repair program. 


In line with these suggestions, 
FHA is again preparing literature 
and display material for the use 
of dealers. This will be available 
at headquarters in Washington, 
or through FHA’s 64 field offices, 
about the middle of August. 


The material includes a window 
display printed in dark red, blue, 
and yellow, and a cleverly illus- 
trated booklet with a check list 
for home owners, printed in red 
and black. A mimeographed piece 
will describe how dealers can 
develop and handle business under 
the “Property Improvement Credit 
Plan,” Title I of the National 
Housing Act. It is a brief mer- 
chandising manual for dealers, 
suggesting means by which they 
may increase their sales through 
the FHA plan of _ instalment 
payments. 


Both the display material and 
literature are available to all 
dealers wishing to be _ identified 
with the national modernization 
program, but it will be sent only 
on direct request. It is suggested 
that this be done as soon as 


possible since quantities are 
limited and it is a case of “first 
come first served,” in filling 
requests. 


The window display pieces are 
designed to be used separately 
and may be adapted to the needs 
and display facilities of individual 
dealers. However, this material is 
essentially a unified window dis- 
play in which all pieces are 
employed to feature the dealer’s 
merchandise. 


Other media besides store dis- 
play, direct mail, and newspapers 
will be used during the forthcom- 
ing campaign. A car card will be 
released for national distribution 
in trains, cars, and buses. 


Special radio programs are 
being arranged locally by state 
and district offices of FHA. In 
addition, manufacturers, dealers, 
and others will be provided, upon 
request, with scripts and commer- 
cial announcements by which their 
products may be tied in to the 
national program for Home and 
Business Property Modernization. 
A special transcription of drama- 
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tized radio “spots,” suitable for 
dealer tie-in, will be made avail- 
able through local radio stations. 


Of course, the lending institu- 
tions themselves will play an 
important part in the national 
modernization program. The Fed- 
eral Housing Administration is 
supplying them’ with _ special 
posters reading ‘“‘We Make Loans 
to Modernize”’ which will be on 
display in their windows and on 
counters. : 


There are some 10,000 of these 
lending agencies which now hold 
contracts of insurance with the 
Federal Housing Administration 
to make Property Improvement 
and Modernization Loans. 


Any of these institutions will 
cooperate with dealers who refer 
them modernization prospects. 
They will also be able to supply 
FHA literature and printed forms 
as well as information about the 
FHA plan. Lists of the qualified 
financial institutions in any locality 
may be obtained through the FHA 
field offices or by writing direct 
to the Federal Housing Adminis- 
tration at Washington. 


It is to the interest of every 
home appliance and air condition- 
ing dealer to be thoroughly 
familiar with the workings of the 
FHA plan of Property Improve- 
ment Loans. Briefly the plan is 
this: 


The applicant for the loan must 
have an adequate income and own 
the property or hold a lease that 
runs at least six months longer 
than the term of the loan. The 
charge for these loans cannot 
exceed a discount of $5.00 per 
$100 face value of a one-year 
monthly payment note. The fea- 
ture that appeals most strongly 
to the modernization prospect is 
the fact that the loan is repaid 


in equal monthly instalments 
suited to his income. 
FHA’s average insured loan 


amounts to about $400. It seems 
plain that the dealers who have 
profited most in the past by these 
$400 installations have stressed 
the fact that it only costs the 
prospect $12.78 a month. 


Electric refrigerators, all-electric 
kitchens, and air conditioning 
systems can all be sold on this 
plan. Last year thousands of 
such installations were made. This 
Season, with business _ indices 
pointing upward, the prospects for 


home modernization seem even 
better. 


Dealers can profit in two ways: 
more sales can be closed, and the 
dealer receives cash payment. It 
isn’t an untried plan. It has 
worked successfully before and it 
will work again for those who 
get busy and tie in to the 
national modernization program 
this August. 


Few of the government’s spend- 
lend programs seem to have such 
merit—from the long range view- 
point—as this one. By means of 
its operation, thousands of home 
owners become happier and more 
contented citizens; they acquire a 
bigger stake in the continuance of 
the capitalistic system; and hence 
they become stronger defenders 
of the American Way of free 
enterprise and individual liberty. 


LETTERS 


Harry Alter 


Starts Something 


The Harry Alter Co. 
1728 S. Michigan Ave. 
Chicago, Ill. 
Editor: 

Why don’t you try to clarify and 
simplify some of the terminology In 
the industry, apropos of the letter 
printed in your issue of July 10 from 
Superior Valve & Fittings Co. 


Reference is constantly being made 
to “parts jobbers,” which appellation 
always leaves me _ slightly _ bilious. 
Our company is engaged in the busl- 
ness of supplying so many different 
things that could not possibly be 
called refrigeration parts, that such 
an appellation does not fit us, nor 
any of the other firms likewise en- 
gaged. Certainly a name more fitting 
could be devised by some of our bright 
minds than “parts jobber.” Another 
ill-fitting name generally used 3 
“service man,” which to my way of 
thinking poorly describes the particu- 
lar activity that we all.know it to be- 

I suppose that one of our 4diffi- 
culties in nomenclature to start with 
is the unwieldy word “refrigeration, 
and maybe something could be done 
about developing a substitute for that 
lengthy and poorly descriptive name- 
Certainly our industry can look for- 
ward to many, many years of pros 
perity and activity. Certainly it 1s 4 
highly specialized one, and in view of 
the fact that so many of us will be 
engaged in this endeavor for the rest 
of our lives, it is still not too ‘ate to 
try to establish a vocabulary i" the 
industry that will more truly describe 
the art, as well as the various 
functions of the people who go % 
make up the industry. ; 

As a leader and as a progressive 
periodical, why shouldn't the eee 
start something in this direction: 


Harry ALTER, 
President 
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LEADERS OF THE PUBLISHING 
WORLD PAY TRIBUTE TO 
MEMORY OF F. M. COCKRELL 


Malcolm Muir 


Newsweek 
R. K. O. Building—Rockefeller Center 
New York, N. Y. 


Dear Mr. Taubeneck: 

After writing my letter of May 29, 
J heard of Frank Cockrell’s death. 

I was terribly shocked for although 
1 had not seen him for quite some 
time, I valued highly the memory 
of our close association. I had 
always admired his publishing ability. 

1 would like to extend to his 
family as well as his organization 
my very deep sympathy. 

MALCOLM MUIR 


Roy Dickinson 


The Printers’ Ink Publications 
185 Madison Ave. 
New York, N. Y. 
Dear George: 

As I told you down in Washington, 
I meant to write you immediately 
upon hearing of my friend Mr. 
Cockrell’s death. I told you at 
Washington and I repeat to you now 
that I always had the very highest 
regard for Mr. Cockrell and I know 
that his loss will be keenly felt by 
all of us. 

I know, however, how close you 
were to him, how much he thought 
of you, and I know that your 
elevation to head up the company 
leaves the organization in capable 
and aggressive hands. 

I wish you well in your new work 
and if at any time I can be of the 
slightest possible assistance to you, 
I hope you will call on me. With 
very best wishes. 

Roy DICKINSON, 
President 


James H. McGraw, Jr. 


McGraw-Hill Publishing Co., Inc. 
McGraw-Hill Building 
330 West 42nd St. 
New York, N. Y. 
Dear Mr. Taubeneck: 

I heard only’ recently of the 
death of my good friend, Frank 
Cockrell. This news came to me as 
a real shock because the last time 
I saw Frank he appeared to be in 
his usual good health. 

As one of his old friends and 
associates, I had a real respect for 
his publishing ability and greatly 
valued the close relationship I always 
enjoyed with him. 

I want you to know that his 
passing leaves me with a deep sense 
of personal loss and I extend to you 
and his other associates my heartfelt 
sympathy. 

JAMES H. McGraw, Jr. 


Arthur Hirose 


McCall Corp. 
230 Park Ave. 
New York, N. Y. 


Dear George: 


I’ve been away from the office 
almost all of the past 30 days and 
so today learn with a distinct shock 
of Frank Cockrell’s death. 


Years ago—it must be fully 20— 
we first met when we were both 
working on McGraw-Hill’s electrical 
and radio publications. Although in 
those days Frank was_ concerned 
largely with sales promotion and 
research, he had the vision that is 
So necessary to a publisher. 


Then came electric refrigeration 
and gas refrigeration and Frank had 
the vision to realize that the then 
infant industry would need a maga- 
Zine of its own. The growth of 
refrigeration and its younger sister, 
air conditioning, amply justified 
Frank’s vision and courage, because 
it certainly took courage in those 
early days to start Exectric Rerric- 
ERATION NEws. 


Fortunately, when I resigned from 
McGraw-Hill to head up market 
research for McCall’s Magazine and 
Redbook Magazine, a sustained in- 
terest in refrigeration went along 


with me and blossomed forth in our 
McCall-Redbook studies of household 
refrigeration and allied fields. These 
studies you and Frank were both 
nice enough to think well of and 
to print in your own columns. 
Looking back on_ refrigeration’s 
early years, Frank Cockrell certainly 
deserves a place in refrigeration’s 
own “Hall of Fame” for the contribu- 
tions he and his magazine have made 
to what is now one of the ranking 
industries of the nation—an industry 
that has made a definite contribution 
to the lot of the American consumer. 


Please tell Mrs. Cockrell and 
Frank’s family how much all of his 
fellow workers will miss him. 


ARTHUR HIROSE 


E. B. Terhune 


Chilton Co., Inc. 
239 West Thirty-Ninth St. 
New York, N. Y. 
Dear Mr. Redeker: 

On my return this morning from 
a rather protracted business. trip 
throughout the West I find in my 
accumulated mail copy of your pub- 
lication dated May 29, announcing 
the death of Mr. Cockrell. 


This comes to me as very much 
of a shock because F. M. and I 
spent quite some time together at 
the Hot Springs A. B. P. meeting 
early in May and at that time he 
seemed to be in splendid condition. 


I have always looked upon Mr. 
Cockrell as a_ splendid gentleman 
and an able publisher, and feel that 
his passing will prove a definite loss 
to the A. B. P., the publishing frater- 
nity, and, of course, to his own 
intimate associates. 


I would appreciate it if you would 
extend my deepest sympathy to the 
members of your organization, as well 
as to the members of Mr. Cockrell’s 
family. 

E. B. TERHUNE, 
Vice President 


O. J. Willoughby 


Refrigeration 
Atlanta, Ga. 


Dear George: 


I always find it impossible to wisely 
extend sympathy in cases of bereave- 
ment. I just seem to fumble the 
words, but I definitely shall miss Mr. 
Cockrell, and _ sincerely regret his 
passing. 

I know, however, that your broad 
shoulders are capable of carrying on, 
and I shall take pride in the success 
that I am sure is to be yours. 

O. J. WILLouGHBY, 
Publisher 


Walter J. Daily 


Roy S. Durstine, Inc. 
580 Fifth Ave. 
New York, N. Y. 
Dear George: 

Frank’s death is hard to realize, 
somehow. He was a real construc- 
tive influence on a_ hard-hitting 
industry, and made many worthwhile 
contributions, never hesitating to 
criticize when he felt it would do 
some good. He will be sorely missed. 

The mast head in the _ current 
edition carries your name as_ pub- 
lisher. Your long association with 
Frank and your comprehensive knowl- 
edge of the electrical industry should 
ideally equip you for this work. 

Best regards. 

WALTER J. DAILY 


Stanley A. Dennis 


7600 S. Essex Ave. 
Chicago, IIl. 

Dear George: 

By merest chance a day or so ago, 
I heard someone mention the death 
of F. M. Cockrell. I then managed 
to locate some back issues of your 
paper, and read the news stories of 
his passing. 

To say that I was shocked ex- 


presses it mildly. I have long 
thought of Frank (he was always 
just “Frank” to me) as one of the 
younger publishers with many years 
of splendid work ahead of him. 
Frank and I were closely associated 
back in our McGraw-Hill days and 
memory brings up again many profit- 
able hours that we spent together 
then. 

I recall his early dreams of a 
publishing business of his own, and 
how his enthusiasm waxed keen 
when he began to focus his effort on 
the refrigeration industry. I think 
of him as a man who found his work 
—an excellent work—and who let 
nothing and no one turn him from it. 
How well he did it, the industry 
knows, and will always be indebted 
to him for it. It is not given to 
every man to leave a record of out- 
standing leadership in two industries. 
It was, to Frank the refrigeration 
and the publishing industries. 

My sympathy goes out to you in 
your own loss, as it does also to 
Mrs. Cockrell and her daughter. 

In taking up the work which Frank 
has laid down you have my full 
confidence and deepest good wishes. 
You'll just keep on making good, 
George, as you have for years. Con- 
tinued success to you and all who are 
associated with you on AiR CoNDITION- 
ING & JREFRIGERATION NEWS. 

STANLEY A. DENNIS 


G. Cheadle 


Evans-Winter-Hebb, Inc. 
420 Lexington Ave. 
New York, N. Y. 
Dear George: 

Congratulations on your new posi- 
tion as publisher of AiR CONDITIONING 
& REFRIGERATION NEws. 

I am sure that your success is 
assured without my good wishes, but 
believe me you have them just the 
same. 

I had read of Mr. Cockrell’s death 


several weeks ago and wondered if 
the change which was reported in 
June, 17 Advertising Age would not 
take * place. 

You probably know that Mr. Hebb, 
who was president of Evans-Winter- 
Hebb, had died suddenly only a week 
or so before Mr. Cockrell. May 
seems to have been a bad month 
for Evans-Winter-Hebb men. 

Any time when business brings you 
to New York and leaves a few 
minutes to spare on your hands, 
please be sure to look me up. 

G. CHEADLE 


Jj. W. Beckman 


The Crosley Radio Corp. 
Cincinnati, Ohio 
Dear George: 

We here did not learn of the 
death of Frank M. Cockrell until 
last week. I wired Phil our sym- 
pathy to the family and the staff of 
the NEws. 

Frank’s passing keeps going through 
my mind. It is hard to realize it. 
He was so dynamic. I remember 
when ELEcTRIC REFRIGERATION NEWS 
was started. It took a lot of courage 
to undertake it, and I know in many 
circles there were misgivings. But 
Frank had foresight, along with 
aggressiveness and ability, and ELEc- 
TRIC REFRIGERATION NEWS progressed 
and prospered. 

My work in the electric refrigera- 
tion industry goes back almost to 
the beginning of ELEcTrIC REFRIGERA- 
TION News. I was in very close 
touch with those who pioneered it 
and who have continued on since. 
I am glad to have been able to 
cooperate with it and with the 
industry in the pioneer days for 
both. During the years I was in 
Detroit handling publicity for the 
industry, I was in such close touch 
with the News that I almost felt I 
was part of the staff. I was prac- 
tically treated as such. For all these 


reasons, I felt keenly the passing of 
Frank in the prime of life, when he 
could enjoy the fruits of his labors, 
and when there still is much he 
could have done. 

Again, with my kindest wishes to 
all members of the family and the 
NEws staff. 

JAMES W. BECKMAN 


B. C. Reber 


Box 1097 
San Antonio, Tex. 
Dear Mr. Taubeneck: 

It was indeed a great shock to 
receive your letter this morning and 
learn of the untimely death of 
Mr. Cockrell. 

In the early days when ELECTRIC 
REFRIGERATION NEws was_ started, I 
was more active in business writing, 
and it was my good fortune to 


furnish Mr. Cockrell quite a little 
copy. He was always fair in his 
consideration of my _ efforts, and 


liberal in payments. 

The refrigeration and air condition- 
ing industries have indeed suffered 
an irreparable loss. Mr. Cockrell was 
a pioneer who, through the pages 
of ELEectric REFRIGERATION NEws, spread 
the news of an infant industry, and 
played a leading role in bringing this, 
and later the air conditioning indus- 
try, to the front. His courage in 
printing the news, regardless, com- 
manded the respect and admiration 
of those who knew him. I should 
appreciate it if you would inform 
his family that one of the men in 
the field expresses his deepest sym- 
pathy at their loss. 

I note that you are going to carry 
on, and I want to take this oppor- 
tunity of assuring you of my coopera- 
tion at all times, and whenever I 
can be of service to you, you have 
but to command me. 

Again expressing my deepest sym- 
pathy, I am, 

B. C. REBER 
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UNIVERSAL COOLER CORPORATION 
Who Always Uphold Their Convictions ~ 


We believe, considering the nature of our product (condensing 
units) and considering its natural point of sale (to the nation’s 
foremost manufacturers of refrigeration equipment), that above all 
things we must create a product incorporating every proved advance- 
ment of fool proof quality. 


Permit our research and technical staff to study your problem. Write 
for complete details. 


UNIVERSAL COOLER CORP. 


DETROIT, MICHIGAN 


In Canada, Universal Cooler Co., of Canada, Ltd. 


Brantford, Ontario 
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Sectional Cooling Equipment Replaces 
Ceiling Coil System In Brewery 


Installation of New Units Makes Possible More Exact 
Control of Air Conditioners In Stock Cellar 


COLUMBUS, Ohio—A unique sec- 
tional cooler installation has been 
completed in the stock cellar of the 
Washington Brewery here, the ex- 
pansion of production facilities mak- 
ing necessary the replacement of the 
ceiling coil system by modern cooling 
equipment capable of maintaining 
temperature at 33° F. in the huge 
room. 

In order to handle this increased 
refrigerating load without using 
greater floor space the firm selected 
a York industrial wetted surface air 
conditioner of the sectional type, 
model IWV-126A. This_ selection 
enabled the brewery not only to meet 
the greater load imposed, but also to 
provide a liberal reserve margin high 
enough that the equipment can oper- 
ate approximately three fourths of 
the year without resorting to the 
circulation of brine over the coils. 

The machine and controls are 
mounted on a wood platform located 
9 feet 10 inches above the floor and 
on a level with the catwalk which 
provides access to the upper row of 
storage vats. The platform is mount- 
ed on a structural steel framework 
which provides an additional solu- 
tion to the major problem of con- 
serving space to allow for maximum 
product storage in the remodeled 
cellar. 

The stock cellar itself is a room 
56 feet 3 inches long, 47 feet 2 inches 
wide, and 21% feet high, housing 
18 Pfaudler horizontal beer storage 
vats. The conditioning equipment 
for this area occupies a space 126 
inches long, 42 inches wide, and 88 
inches high with the surge’ drum 
adding 18 inches to the length. 

Besides the usual heat losses there 
is a daily beer cooling load of 200 
barrels which must be reduced from 
38° to 33° F. Allowance was also 


made for 900 watts of light and for 
one workman constantly in the room. 
This brought the aggregate refrig- 
erating load to 7.3 tons during each 
24 hours. Room walls were insulated 
with 3 inches of corkboard. 

The conditioner itself is a direct 
expansion ammonia unit with both 
dry and wetted cycles. It is designed 


for industrial applications requiring 
definite control of temperature, hu- 
midity, and air motion. The sectional 
construction feature allows close 
adaptability to a particular cooling 
job. Each unit consists of a fan 
deck, coil section, and deep pan base 
with low head circulating pump and 
spray headers. 

Coils consist of 2,405 lineal feet of 
% inch full weight steel galvanized 
pipe, welded to distributor headers, 
annealed after bending to relieve 
internal strains, and tested to 300 
lbs. pressure. An ammonia charge 
of 310 lbs. is required. 


Short brass spray tubes and head- 
ers are arranged within the casing 
to distribute the brine over the entire 
coil surface. The low head brine 
circulator is powered by a %-hp. 


floating sleeve bearings with reser- 
voir type lubrication. The V-belt 
drive has variable pitch motor pulley 
for easy fan speed adjustment. 

Throttling dampers are located at 
the end of each duct outlet. These 
outlets are fed by separate ducts 
connecting with the main duct line 
which carries the circulation to all 
parts of the room. 

Ductwork is of large proportions 
to handle the high volume of flow. 
It is constructed from Armco steel 
to insure long life in the room which 
has unusually high moisture ratio. 
The ductwork was done by H. Clyde 
Scott Co. of Columbus. 

The installation was engineered 
and supervised by F. J. Zoppel, 
president of the Columbus Refrigera- 
tion Co. 


Here’s the Equipment That Does the Job 


es... 


This York industrial wetted surface air conditioner, 

which cools the stock room of the Washington 

Brewery, is mounted nearly 10 feet above the floor. 

Plainly in evidence are the refrigerant controls 
and the liquid ammonia surge drum. 


Pleasantatre 


FINEST NAME IN AIR CONDITIONING 


MOST VALUABLE FRANCHISE 
in the WINDOW-TYPE 


Pleasantaire Corporation, Tower Bldg., Washington, D. C. 


FIELD 


SOLENOID 
' VALVES 


tHe ELECTRIMATIC corp. 


2100 INDIANA AVE., CHICAGO, U.S.A. 


SUCTION 
THROTTLING 
VALVES 


When you do business with an Ansul Jobber you 
do business with a man who wants to serve you 
as a friend. He prizes your satisfaction and your 
good will too highly to regard you only as an 


account number. That’s why he’s an Ansul Jobber. 
Agents for Kinetic’s “Freon-12” CA-9-9 


SULPHUR DIOXIDE — 
AN ‘METHYL CHLORIDE — 
— ANSUL ICE-X 


* * * 


Sectional construction features of the conditioner unit are shown 
in this closeup view. Fan row and duct outlets are clearly visible. 


Behind the center plate is the 2,405-ft. coil battery. 


The lower 


portion or air intake houses brine reservoir, circulator, suction 
screen, and strengthening basket. 


motor. Resistance to airflow is de- 
creased and heat transfer efficiency 
of the unit is increased by the spray 
feature which prevents frost accumu- 
lation on the coil battery. 

The installation has a_ reserve 
margin sufficient to allow full opera- 
tion on the dry cycle except, of 
course, during the peak summer 
season when it is necessary to em- 
ploy the brine circulator in order to 
meet maximum load conditions im- 
posed. 

The bottom or air inlet section 
contains the reservoir for brine 
equipped with low-head circulator 
and suction screen. A brine strength- 
ening basket is provided. 


PRESSURE REGULATOR 


In order to maintain the evapo- 
rating temperature in the unit at 
16.6° F. (30 lbs. suction pressure) 
it was necessary to install a York 
automatic suction pressure regulator 
with manual bypass. This control 
was required because the general 
plant suction pressure will, at times, 
drop to a low of 15 lbs. gauge. 

Basing the system on this required 
pressure, a larger unit was essential 
with larger ductwork and with all 
accessories correctly proportioned. 

The refrigerant control is a stand- 
ard York low pressure float regula- 
tor with manual bypass provisions 
and liquid ammonia surge drum, all 
heavily galvanized. 

One feature of the installation 
engineering is the glass wool elimi- 
nator, located between the coils and 
the fans, which serves to prevent 
brine from being carried into the air 
discharge system and subsequently 
throughout the operating area. 

To secure the required 8,550 c.f.m. 
air circulation necessary to keep the 
room at 33° F., the top section is 
furnished with three multi-blade 
centrifugal fans of stainless steel. 
The fan chamber is more than 20 
inches deep and each discharge vent 
is slightly more than 30 inches in 
width. 


A 3-hp. 220/3/60 fan motor and 
drive are located in a_ separate 
ventilated compartment on the fan 


Employe Suggestions 
Batting .300 


EAST PITTSBURGH, Pa.—In the 
30 years that Westinghouse’s employe 
suggestion plan has been in opera- 
tion, company workers have earned 
for themselves more than $150,000 by 
submitting to the management ideas 
resulting in improved working con- 
ditions, increased safety, and re- 
duced operating costs. 

Out of 74,000 suggestions offered, 
22,000—or nearly 30%—have been 
accepted. These accepted sugges- 
tions have not only bettered the 
working conditions for the employes 
themselves, but have resulted in 
savings to the company amounting 
to thousands of dollars. 

To encourage those employes who 
had made suggestions only to have 
them rejected, the company pointed 
out that “suggestion-making is 
just like baseball—the batter does 
not make a hit every time.” It 
was also pointed out that the 
employes as a group had an all-time 
“patting average’ of around .300. 

Suggestion forms are provided for 
the use of employes, but the state- 
ment pointed out that the sugges- 
tion is the important thing, and 
that an idea scribbled on a scrap 
of paper receives just as much 
attention from the suggestion com- 
mittee as one delivered verbally. 

One of the most helpful sugges- 
tions ever made by a Westinghouse 
employe is directly attributable to a 
mistake. Through a miscalculation 
a worker ordered an endless cotton 
belt that was too long for the job. 
In attempting to rectify his mistake 
he developed, in the course of several 
months’ time, a means of cementing 
and treating cotton fabric belts so 
that they would last longer than the 
more expensive leather belts. 

Another employe earned himself 
$834 and saved the company con- 
siderable sums of money by simply 
suggesting that in a certain operation 
sheet metal screws be used instead 
of standard screws and nuts to hold 


St. Louis Serviceman Says 


‘The Second Call Counts’ 


ST. LOUIS—It isn’t the first 
refrigeration service call which is 
important to continued success of 
the firm, but the second, according 
to manager Lloyd Goodenough of 
the North Side Refrigeration Service 
Co., authorized Frigidaire service 
firm here for the past five years. 

The first call is, open to any 
service organization, he points out, 
but the second reflects confidence in 
the firm which can be capitalized 
upon at once. 

For several years, North Side 
Refrigeration Service has been pull- 
ing a valuable number of regular 
customers through a simple idea of 
following up second calls, rather 
than the first. 

If the woman makes a _ second 
call, it is ample evidence that she 
is convinced of the reliability of the 
firm, and for this reason is a con- 
stant asset toward getting business 
from her friends and neighbors, Mr. 
Goodenough believes. 

Each service call taken in at the 
switchboard in the North Side 
Refrigeration Service office, from 
which all jobs are routed, is imme- 
diately checked with service records 
in order to find out whether the 
woman calling has used North Side 
service before. 

If she has, the serviceman has 
instructions to memorize the name, 
what was originally wrong with the 
box, and the approximate conditions 
under which the first call was made. 
Then, in the home, the service man 
can use this information as_ the 
basis for friendly remarks which 
show that the firm has not forgotten 
her previous patronage. 

One week following the second 
service call, a penny postcard bear- 
ing the handwritten thanks of the 
firm is sent to the customer, point- 
ing out that she has used North Side 
Refrigeration service twice. A prom- 
ise of quick, satisfactory service in 
any event is always included, plus 
a personal note inviting her to ask 
for whatever man called on her 
home before. 


New Hampshire Firm Moves 


ROCHESTER, N. H.—The Radio 
Service Laboratory, electrical appli- 
ance firm, has been moved from 
Main St. to the Old Dover road. 
Wesley Martin is proprietor. 


Anaconda Copper 


Refrigeration Tubes 
_ Unusually soft! 


coe PROBLEMS A PLENTV ? 
NY ly 


WE TACKLE ANY 


{ MARINETTE, WISCONSIN Bs a level. The motor has a magnetic 
starter with push-button control. 


ANSUL CHEMICAL COMPANY 


some metal plates together. This 
procedure eliminated the use of 


HARTFORD, CONN. 


BRANCH FACTORY 


ea THE JOBBER WHO WORKS FOR ANSUL WORKS FOR YOU | The fan shaft is suspended in full | washers, nuts, and much Jost motion. 6 ocean poet, -Cmeatal et 
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~ How To Service Self-Contained Store Units 
Told in ‘Case History’ of Job in Field 


Service Man Should Not Add Oil or Gas 
Until Air Volume Over Coils Is Adjusted 


By Henry Knowlton 


Early in the days of the automo- 
pile the mechanic learned that he 
must have spark from the battery, 
gasoline from the tank, and com- 
pression in the cylinders to make 
an automobile engine run. 

Today the service engineer han- 
dling store cooling units is learning 
that he must have enough refriger- 
ant, oil, water, and air over the coils, 
as the basic essentials, before he 
begins the more complicated adjust- 
ment of valves and controls. 

In one recent instance, two 5-hp. 
store cooling units were sold to the 
owner of a popular mid-town restau- 
rant in a large city. Because the 
owner believed that it would be 
cheaper to handle his own installa- 
tion work, the dealer delivered the 
units and placed them in their proper 
positions at one side of the large 
dining room. 

Water connections and power wir- 
ing for the two units were done by 
mechanics employed by the owner. 
When this work was completed the 
dealer sent a service man to check 
over the units and place them in 
operation. He reported that the 
equipment operated in a satisfactory 
manner and that “everything was in 
good shape.” 

Not many days later the owner 
called and told the dealer that on 
the previous evening, when his place 
of business was crowded, the units 
would not run. Complaint—‘No 
cooling.” 

That afternoon a service engineer 
was sent to diagnose the trouble and 
put the conditioners in service. 


Conditioner Starts ‘ 
And Then Stops 


When the main switch controlling 
the first unit was turned on the 
compressor started immediately, con- 
tinued to run for a few moments, 
and finally stopped. Obviously the 
unit was getting power, therefore 
the fuses did not need to be checked. 

Self-contained store cooling units 
are equipped with controls which 
prevent the operation of the system 
in case it is not getting the proper 
amount of condensing water. Unless 
the heat absorbed by the refrigerant 
is carried away immediately it would 
damage the compressor, and for this 
reason the protecting mechanism is 
standard equipment. 

The service engineer checked the 
water line in the basement of the 
building to see that all valves were 
open. He found that some water 
was coming through, as all valves 
were open and the line felt cold to 
the touch. 

When the conditioner was started 
again it repeated the former per- 
formance—operating for a few sec- 
onds and then shutting down. The 
unit seemed to be getting water, but 
apparently was not getting enough 
water to keep it in operation. 

While examining the basement 
water line the service engineer ob- 
Served that it had been made out 
of second-hand galvanized pipe. He 
reasoned that rust and scale from 
the interior of this old pipe might 
have filled up the strainer on the 
water valve. 

This water valve (Electrimatic) is 


THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH 


General Offices. Waterbury, Conn 
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held open by pressure from _ the 
refrigeration cycle and remains open 
as long as the machine is running. 
It is protected by a small strainer. 


Removal of the valve and strainer 
revealed that the strainer was clog- 
ged with small particles of rust, dirt, 
and impurities from the inside of the 
ancient water pipe. Because of this 
condition the strainer had permitted 
water to trickle through to the valve, 
but did not permit passage of enough 
water to keep’ the conditioner 
running. 

After the strainer was cleaned 
and the valve seat checked, the 
assembly was replaced. The condi- 
tioner responded immediately when 
the main switch was thrown and 
continued to run. 

During this initial operation refrig- 
erant and oil were visible in the 
sight glass at the base of the com- 
pressor. Under normal conditions 
the oil level in the crankcase holds 
a position about half way up this 
glass. 


Watch Oil Line 
In Sight Glass 


After the compressor operated for 
a brief period, neither oil nor refrig- 
erant could be seen in this glass. 
This might indicate that the com- 
pressor was short of oil, short of 
refrigerant, or that the emulsion of 
oil and refrigerant was not returning 
to the compressor as rapidly as 
necessary to complete the refrigera- 
tion cycle. 


Most compressors are equipped 
with some device for checking the 
refrigerant charge. In this case a 
small petcock was. opened, _per- 
mitting liquid “Freon” to escape. If 
gas, rather than liquid, had come out 
of this petcock, the engineer would 
then add refrigerant. In this in- 
stance, no additional “Freon” was 
required. 


As the machine continued to oper- 
ate the oil level in the sight glass 
failed to return to normal and the 
compressor made a “pinging”? sound 
—indicating that liquid refrigerant 
was being returned in quantities 
from the cooling coils. 


Approximately one quart of oil 
was added to the charge. The oil 
level came up slightly in the sight 
glass, but the “pinging’’ sound con- 
tinued. From this the engineer con- 
cluded that the compressor was 
sending a charge of refrigerant and 
oil to the coils, but that the refriger- 
ant was returning to the compressor 
in liquid form—-slugging through— 
with much of the oil remaining in 
the upper part of the system. 


Fan Speed Increased 
By Adjusting Pulley 


By feeling the air flowing from the 
grille at the top of the conditioner, 
the engineer discerned that the unit 
was not putting out its rated air 
capacity. The top panel was re- 
moved and the fan speed increased 
by adjustment of the fan motor 
pulley. 

Most unit conditioners are equip- 
ped with adjustable pulleys which 
may be tightened until the belt rides 
on a larger circumference of the 
pulley, thus changing the ratio be- 
tween fan motor and fan. After this 
adjustment was made on the pulley, 
the motor mounting had to be moved 
slightly, to compensate for the change 
in the length of the pulley. 


As soon as the coils were given 
an increased air supply, the oil began 
to return to the sight glass, indicat- 
ing normal operation. The “pinging” 
stopped, and the owner, who ob- 
served the service work, seemed 
pleased with the decreased noise of 
the machine. 


Dirt Cleaned Up; 


And Units Polished 


Before leaving the job the engi- 
neer checked all controls on the 
conditioner, and determined that the 
built-in thermostat would operate as 


> 
ws 


required. All ‘‘mess’”” made when 
adding oil to the machine was care- 
fully cleaned up. Front plates were 
replaced and fingerprints polished off. 
An inspection of the second condi- 
tioner indicated that it would not 
run for the same reason—lack of 
water. The strainer was cleaned, 
but the fan speed had to be increased 
before the compressor would operate 
quietly and oil would return to its 
proper level in the sight glass. 


Airo Supply Stages 
Anniversary Picnic 


CHICAGO—Celebrating its fifth 
anniversary as a refrigeration sup- 
plies jobber, Airo Supply Co. is 
staging a picnic and “fun festival” 
to which all members of the refrig- 
eration and air conditioning industry 
are invited. The party will be held 
on Sunday, July 21, at a lake near 
Chicago. 

Refreshments, prizes, and enter- 
tainment will be provided free by 
Airo, and swimming, fishing, boating, 
dancing, horseback riding, and other 
recreations are available. A com- 
plete program of games and contests 
also has been planned, including a 
“championship” softball game _be- 


and service men from outside Chi- 
cago. 

The picnic will go on, rain or 
shine, facilities of a large resort hotel 
being available in case the weather 
is bad. Picnic grounds are located 
60 miles from Chicago, 60 miles from 
Rockford, and 45 miles from Milwau- 
kee. 


Persons in the industry who wish 
to attend the picnic may obtain 
complete details by dropping a card 
to Airo Supply Co., 2732 N. Ashland 
Ave., Chicago, giving the number of 
people who will be in their party. 


Crown Service Formed 


LOS ANGELES—J. A. Wilson is 
proprietor of the newly formed 
Crown Refrigeration Service, with 
headquarters at 232 S. Los Angeles 
St. 


tween Chicago R.S.E.S. members and ° 


Downtown Service Firm 
Contacts Customers 


‘Over the Counter’ 
Ws. | wer 
wut % 
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Ben Kaufman (right) tells a 
prospective customer about his 
specialized appliance service. 
* * * 


SCRANTON, Pa.—Locating its 
shop in the downtown business 
district with appliance customers 
served “right over the counter,” 
General Electric Appliance Service 
has a service operation patterned 
along the lines: of a retail store with 
convenience to large department and 
appliance stores swelling its cus- 
tomer and prospect list. 


Large amount of the “store traffic” 
comes through the firm’s service on 
all kinds of small appliances. Loca- 
tion of the service store makes it 
convenient for downtown shoppers, 
and a delivery service aids in build- 
ing the volume. About 30% of the 
firm’s business is done in the servic- 
ing of small appliances, according to 
Ben Kaufman, manager of the firm. 
However, service contact on small 
appliances is a valuable wedge to 
further business in refrigerator serv- 
ice and electrical wiring, the firm’s 
other major activities. 


Service on household refrigerators 
is done on a contract basis for 
large downtown department stores 
not maintaining service departments. 
The location of the service store 
and shop makes it convenient to all 
the large stores in the business 
district. Contract work is done at 
a flat rate per unit. 


Going out on calls for the depart- 
ment store, the firm represents itself 
as the regular service for the 
particular store, but a sticker inside 
the box advertises the service firm 


for calls out of the warranty period. 
This also brings in service calls on 
other appliances as well as _ store 
traffic. 

After gaining a service entrance 
through refrigerator service for the 
department store, service on all 
appliances is routed to the store, 
and again the location bulks large in 
getting this business. 

To aid in paying the overhead on 
maintaining a downtown location, the 
firm sells light bulbs, and also 
carries a line of used vacuum 
cleaners, reconditioned in the shop 
in the rear of the store. Effort is 
made, however, to keep the firm 
a strictly service enterprise, Mr. 
Kaufman says, to avoid competition 
with the company’s department store 
service accounts. 


Engineering Firm Gets 
Oklahoma Charter 


OKLAHOMA CITY, Okla.—A 
charter was issued July 1 by Okla- 
homa’s Secretary of State to Air 
Conditioning Engineering Co., 731 N. 
Western Ave. here. Capital stock of 
the new firm was listed at $25,000. 
Incorporators named were: C. M. 
Dickinson, Bemidji, Minn.; and F. H. 
Towe and W. K. Denison, both of 
Oklahoma City. 


DISTRIBUTORS WANTED 


You can sell the usual retailers 
PLUS ice cream manufacturers at 
substantial profit, competing with 
wholesale cabinet prices, under 
our new sales franchise. For de- 
tailed information 

WRITE OR WIRE TODAY 


WHITE EQUIPMENT CO. 
Board of Trade Bidg., Chicago, Illinois 


for prices and full details. 


1. Thermostatic Regulating Valve 


Provides more positive control 
oftemperatures by athermostatic 
element placed in fixture or liquid 
being cooled. Recommended 
for multiplexed ice cream cabi- 
nets. Controls ice formation in 
water bath. 


tures. 


2. Snap Action Valve 

Provides different temperatures 
on multiplexed installations 
with positive defrosting of 
finned evaporators. 


3. Liquid Temperature Valve 


Minimum low back pressure ad- 
justment in direct expansion in- 
stantaneous beverage coolers. 


4e 4% 
of, ‘\) 
: $/0m gy iit 


For Greater Operating Efficiency 


stl FRIGIDAIRE 


THERMOSTATIC 
AND VAPOR CONTROL VALVES 


Easily Installed and Adjusted 


@ These parts built to the same high standards of pre- 
cision and quality as Frigidaire finished products. Easily 
installed in soda fountain or commercial applications 
to correct operating deficiencies. Maximum operating 
efficiency always. Write your Frigidaire distributor today 


4. Evaporator Regulating Valve 


To prevent frosting of multiple 
forced air evaporators. Permits 
temperature difference in fix- 


5. Automatic Regulating Valve 


To control water bath tempera- 
tures used in soda fountain ap- 
plications when multiplexing. 
Can also be used in commer- 
cial applications. 


6. Crankcase Regulating Valve 


Prevents high back pressure. 
During long off period, valve 
closes tightly to prevent excess 
pressure in crankcase; protects 
stuffing box seal and prevents 
absorption of refrigerant in 
crankcase oil. 


TO SATISFY YOUR EVERY 


WRITE TODAY... 


for your copy of the NEW Frigidaire “Refrigerant 
Control Valves and Commercial Accessories”’ 
book. Complete information on Thermostatic 
and Vapor Control Valves, as well as on other 
commercial accessories. 


REFRIGERATION SERVICE NEED 
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Oklahoma Laundry Owner Plans To Install 
2,400 Lockers In ‘World’s Biggest’ Plant 


OKLAHOMA CITY, Okla.—What 
is believed to be the largest frozen 
foods and locker storage plant in 
the world will be completed here 
within the next few weeks by 
Nuway Frosted Foods Co. 

Designed and built by Pat Denham, 
who also owns the adjoining Nuway 
Laundry, the plant will open with 
2,400 lockers, and will have a total 
capacity of 5,000. 

Locker rentals will vary from $6 
to $10, depending upon their location, 
type, and size. 

Estimated cost of the two-story- 
and-basement building is $100,000. 


DEALERS — Here’s 


For Bigger Profits ! 


SANILOK Unit Food 
Lockers is the real 
PROFIT line. So easy 
to sell, with finer 
engineering and styl- 
ing ... and so Gaay 
to install. SANILOKS 
make finer  installa- 
tions . . . and build 
good-will. 


Write today for full 
facts .. . and sell the 
finest food lockers. 


McGREW MACHINE CO. 
Lincoln, Nebraska 


INDIVIDUAL UNIT 


FOOD LOCKERS 


The firm plans to carry stock valued 
at from $20,000 to $25,000. 

A retail and wholesale market will 
be located on the first floor of 
the plant’s modernistically designed 
building. In this market frozen 
meats, vegetables, fruits and fruit 
juices, and ice will be sold. The 
room will be kept at a temperature 
of 32 to 36° F. at all times, and will 
contain two cooler cases. 

Also on the first floor will be a 
15 x 30-foot chill room with four 
20-foot rails for meat. Extra-heavy 
York doors will protect this room. 

On the second floor will be a 
66 x 108-foot cold storage room 
served by a “dumb waiter” arrange- 
ment and also by a larger elevator 
for conveying truckloads of food- 
stuffs. Adjoining this room will be 
a 60 x 60-foot curing room. The ice 
plant will have a capacity of 12 to 
15 tons. 

Both Frick and Koch _ cooling 
equipment are to be used in the 
plant. All coils in the building will 
be electrically welded. Three car- 
loads of corkboard will be used in 
the building’s construction, 8 inches 
being used in the walls of the sharp 
freezer and 6 inches elsewhere. 

This new enterprise will make use 
of the 850-foot well and the electric 
power plant owned and operated by 
the adjacent laundry. 

Consistent door-to-door  distribu- 
tion of handbills and frequent radio 
spot announcements are being used 
to promote the plant to the public. 
A 15-foot 2,000-pound Neon sign 
will be erected on the finished struc- 
ture. 


ACCURACY 


You get it in WOLVERINE TUBING 
—Buy From Your Jobber— 


WOLVERINE TUBE CO. 


DETROIT 


WEATHERHEAD 
Silica Gel Dryers 


danger of leakage. 


EATHERHEAD Silica Gel Dryers are engineered to 
do the job so as to provide a foolproof installation 
that permits a full flow of refrigerant at all times. 


Bodies of these dryers are made from seamless 
steel tubing with formed steel ends and stainless 
steel screens hydrogen welded into an integral 
assembly. All are pressure tight and tested to 200 
pounds pressure—no gaskets—no soft solder—no 


Rechargeable and Non-Rechargeable Types 


Rechargeable dryers can be readily refilled, while 
non-rechargeable dryers are designed for perma- 
nent installation on new equipment or on old after 
the system has been completely freed of moisture. 


Rechargeable dryers have universal connections, 
so that by using the proper reducing fittings the 
dryer can be used on any size of line. 


‘WEATHERHEAD 
Kepgeration Yalves and fittings 


Send for this New Catalog —The complete line of 
Weatherhead refrigeration parts is described in a new 
catalog J-104-D. Ask your jobber or write for your copy. 


ey THE WEATHERHEAD CO. « CLEVELAND, OHIO 


| LOCKER PLANTS | 


Completed... 


FOUR IN ALABAMA 


BIRMINGHAM, Ala.—Four quick- 
freezing and locker storage plants 
are listed under ‘New Industries” 
in the June report of the Alabama 
Chamber of Commerce. They are: 

A 200-locker plant at Grove Hill. 
This $25,000 concern is headed by 
James S. Pugh. ’ 

A $15,000 plant at Cullman with 
a capacity of 300 lockers. This 
plant is to be managed by Louis E. 
Hauk. 

. The American Service Co.’s 200- 
locker plant at Opelika managed by 


. O. A. Thompson. 


A 66-locker plant (with room for 
expansion) at Elba under the man- 
agement of D. H. James. 


EAST LANSING, MICH. 
EAST LANSING, Mich. — First 
Iceberg self-contained refrigerated 
locker system tc be installed in 
Michigan will soon be open for 
inspection at Black’s market, 313 E. 
Grand River Ave. here. 


LE GRAND, CALIF. 


LE GRAND, Calif.— A 50-locker 
refrigerated food storage plant has 
been erected here by H. V. Lambert. 


Under Way... 


FORT SCOTT, KAN. 


FORT SCOTT, Kan. — Contract 
for installation of a 350-locker, 
Frigidaire-equipped cold storage 
plant in the rear of Bruce Maguire’s 
grocery and meat market here has 
been awarded to Filizola Office 
Equipment Co. Installation is sched- 
uled to start immediately under the 
supervision of W. E. Evans of 
Wichita, district representative for 
Frigidaire locker systems. 


STANTON, NEB. 


STANTON, Neb.—A_ 150-locker 
cold storage plant, complete with 
sharp freezing room and processing 
facilities, is to be constructed here by 
the Stanton Cooperative Creamery. 
Ground for the plant is now being 
cleared. 


CEDAR RAPIDS, IOWA 


CEDAR RAPIDS, Iowa—A $100,- 
000 cold storage plant which will 
include three sharp-freeze rooms 
and two cooler rooms is being built 
here by Hubbard Ice & Fuel Co. 


BRITTON, OKLA. 
BRITTON, Okla.—A_ refrigerated 
locker plant is being constructed for 
Pope’s I. G. A. Store here. This 
plant will be equipped to handle all 
types of meats, fruits, and vegetables. 


TORRANCE, CALIF. 
TORRANCE, Calif. — A $1,500 
locker plant is being erected here 
by Frank Ek. Floor area of this 
plant will be 20 x 40 feet. 


BLOCKTON, IOWA 
BLOCKTON, Iowa — A _ $6,000 
locker plant and grocery ‘store is 
scheduled to be opened here soon 
by Joe R. Lines, formerly with 
Dahl’s Market at Des Moines, Iowa. 


AND THREE IN TEXAS 


DALLAS, Tex.—Central Engineer- 
ing & Supply Co. is now engaged 
in building and equipping three 
refrigerated locker storage plants at 
Forney, Mexia, and Fairfield, Tex. 


Burgess Askew of Nashville Heads Newly 
Organized Tennessee Locker Association 


NASHVILLE, Tenn.—Organization 
of the Tennessee Frozen Foods 
Locker Association was effected here 
at the closing sessions of the Tennes- 
see Locker Refrigeration Conference 
at the Noel hotel. This state organi- 
zation will be affiliated with the 
national association formed last year. 

Burgess Askew of Nashville was 
named president of the Tennessee 
group. E. J. Davis of Brownsville 
was named vice president and J. C. 
Snow, meat specialist of the Univer- 
sity of Tennessee Extension Services, 
was elected secretary. 

Directors named include: R. B. 
Snowden, Memphis; Jenning Jones, 
Murfreesboro; W. E. Hodges, Morris- 
town; R. A. Stevens, Dyersburg; 
Ernest Henegar, Lewisburg; Dr. W. 


F. Fessey, Nashville; Arch Hender- 
son, Donelson; Paul Bycroft, Galla- 
tin; W. Ed Brooks, Knoxville; and 
Robert Barnes, Jackson. 

Among the principal speakers at 
the conference was Dr. V. L. Fugua, 
head of the division of foods, fertj- 
lizer, and dairies, State Department 
of Agriculture, who promised the 
cooperation of his departments. 

Neal Banter of Indiana discusseq 
“Merchandising Turnover and Cus- 
tomer Education.” L. N. Baker, 
Agricultural Industries Division, 
Knoxville; R. B. Turner, director of 
game and fish division of the State 
Department of Conservation; and 
Eric Alsabrook, assistant commis- 
sioner of agriculture in Alabama, 
also spoke. 


240-Locker Plant Opens 
In Greenville, Ill. 


GREENVILLE, Ill.—A _ 240-locker 
frozen storage and processing plant 
has been opened here by Nevinger 
Mfg. Co. Known as Nevco Food 
Storage Plant No. 1, the plant has 
space for 400 lockers, the bulk space 
now being used for general cold 
storage purposes. 

Housed in a specially constructed 
brick insulated concrete building, the 
plant comprises a complete meat 
processing department, in addition 
to pre-chill, chill, sharp-freeze, and 
locker sections. 

Doleco plates are used in the 
sharp-freeze and locker rooms, and 
forced convection units in the chill 
and pre-chill departments. A Fair- 
banks-Morse Diesel plant is used to 
power the locker system, and refrig- 
eration is furnished by a 5-hp. Mills 
unit in the locker room, a 2-hp. 
Servel unit in the aging and chill 
rooms, and a 1-hp. Servel unit in 
the sharp-freeze room. 

All-Steel lockers are used in the 
plant, rental rates being $14 per year 
for the two lower compartments, 
$12 for the middle section, and $10 
for the top compartment. 

Opened in February, the plant 
now has most of its lockers rented, 
with most of the renters being resi- 
dents of Greenville, who evidently 
see in the plant an opportunity to 
effect substantial savings on their 
meat purchases. These people buy 
a “side” of meat from the packing 
house, and bring it to the plant for 
processing and storage, Mr. Nevinger 
reports. 

No intensive promotion was used 
to announce opening of the plant, it 
was said, other than handbills, one 
or two newspaper advertisements, 
and talks at Farm Bureau meetings. 
Response so far has been encourag- 
ing, Mr. Nevinger reports, but he 
estimates it will take at least a year 
to get the plant really going. 


Southeastern lowa Locker 
Owners Hold Meeting 
At Mt. Pleasant 


MT. PLEASANT, Iowa—Approxi- 
mately twenty-five owners and opera- 
tors of refrigerated locker storage 
plants in southeastern Iowa met 
here recently to discuss their prob- 
lems and exchange ideas. Lyle 
Shallenberger was elected chairman 
of the group. Frank Smith of Ames, 
secretary of the state locker associa- 
tion, was a speaker. 


Dallas Firm To hatoll 
Plant In Wichita Falls 


WICHITA FALLS, Tex.—Contract 
for the building and equipping of a 
$30,000 refrigerated locker storage 
plant for Wichita Frozen Food 
Lockers, Inc. has been awarded to 
Matthews Engineering Co., Dallas, 
Tex. The plant is to be completed 
on or about Aug. 15. 

At first the plant will have only 
400 lockers, but ample space and 
refrigeration facilities will be pro- 
vided for addition of 500 more 
lockers. Temperature in the 25 x 45- 
ft. locker storage room will be held 
at 0” ©. 

In addition to the locker room 
there will be a combined chill and 
aging room measuring 18 x 20% 
feet; a sharp-freeze room measuring 
5 feet 7 inches x 10 feet; and a 
12% x 18-ft. curing room. 

“Novoid corkwood”’ insulation will 
be used throughout, with 6 inches 
in the locker room, 8 inches on the 
sharp freezer, and 4 inches on the 
chill and aging room. 

Refrigeration equipment for the 
plant will include a Vilter 44%, x 4% 
ammonia compressor in the low 
temperature room, and a_ Vilter 
3% x 38% compressor in the high 
temperature rooms. These compres- 
sors will be interconnected to permit 
operation of either or both units on 
any portion of the load. There also 
will be automatic temperature con- 
trol of all rooms. 

The plant will employ two experi- 
enced meat processors on a full-time 
basis. Locker rentals will be $12 a 
year for upper, or door, lockers; $15 
annually for the lower, or drawer, 
lockers. 

Officers of Wichita Frozen Food 
Lockers, Inc. are: Rufus. King, 
president; Nolan Jackson, vice presi- 
dent; and Frank Wood, secretary- 
treasurer. 


REA To Finance Cold Storage 
Plant At Grove Hill, Ala. 


GROVE HILL, Ala.—Plans have 
been completed for a new cold 
storage and quick-freezing plant to 
be erected here at an approximate 
cost of $25,000. 

The community is to supply $2,000 
of this amount, while the balance 
is to come in the form of a loan 
from the Rural Electrification Ad- 
ministration. 

Officers of the organization spon- 
soring the new plant are James S. 
Pugh, president, and George L. 
Whatley, secretary-treasurer. 


COMPRESSORS 
CONDENSING UNITS 
For real performance sell Gale commercial 
compressors and condensing units—PROVEN 
PRODUCTS, PRECISION BUILT! Sizes from 
1/6 H.P. to 1/2 H.P. for all applications. 
Write for catalog and specifications. 


GALE propucts 


AND 


GALESBURG, ILLINOIS 


Division of Outboard, Marine & Manufacturing Co. 
In Canada, GALE Products, Peterboro, Ontario 
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Serviceman Must First Learn How Ice 
Cream Is Made Before He Can Do 


Counter Freezer 


Service Properly 


Editor’s Note: This is the second instalment in a contemplated 
series of articles on application and servicing of a certain class 
of refrigeration equipment used by merchants—generally called 
“low temperature” equipment and comprising ice cream counter 


freezers and cabinets. 


First part of the series takes up counter freezers, and the 
author has started off by outlining some of the factors in ice 
cream manufacture with counter freezers that service men 


should know. 


By Arch Black 


OVERRUN DEFINED 


Overrun (sometimes called “swell” 
or “yield”) is a term applied to the 
volume of ice cream made in excess 
of the original amount of mix which 
was put in the freezer, and it is the 
direct result of an incorporation of 
air. 

For example, if 2% gallons of mix 
are placed in the freezer and frozen 
into 5 gallons of ice cream, we say 
that the product attained an overrun 
of 100%. 

In other words, overrun is the 
per cent by volume (not weight) of 
air and the slight expansion of 
water frozen, which is incorporated 
into the mix while it is being agitated 
in the freezer. Without air in it, 
ice cream tastes something like 
whipping cream before it is beaten 
—a rather sickening, sweet liquid, 
which could not be consumed in any 
quantity. 

In the manufacturing of one’s 
own brand of ice cream an overrun 
of 90 to 100% is usually recom- 
mended, as excessive overrun cheap- 
ens the quality of ice cream. 


HOW TO DETERMINE OVERRUN 


To determine the amount of over- 
run, the following are required: A 
small scale with a range not over 
4 lbs., a 1-pint measuring cup, and 
a spatula or flat knife. 

The test for overrun is made dur- 
ing the whipping period at any time 
during the run by weighing. As an 
example, first weigh the pint measur- 
ing cup and let us assume that it 
weighs 2 ounces. Now fill the cup, 
level-full, with ice cream mix direct 
from the mix can, before freezing, 
and weigh it. We will assume that 
it has a gross weight of 20 ounces 
(cup, 20 ounces; mix, 18 ounces). 

If 100% overrun is desired, the 
finished ice cream as it is drawn 
from the freezer should weigh one 
half of the original mix weight. In 
other words, if the net weight of the 
mix was 18 ounces (gross weight 
20 ounces less weight of cup, 2 
ounces), the finished ice cream 
should weigh half of the weight of 
the mix—9 ounces. 

If an 80% overrun is desired, the 
Same procedure should be followed, 
Weighing the mix to where the 
finished ice cream will weigh 10 
ounces net (18 + 1.8 = 10). 


Another way to consider overrun 
is if we put 2% gallons of mix in 
the freezer and 100% overrun is 
desired, we can expect 5 gallons of 
finished ice cream from the freezer 
(2% gallons X 2 = 5). If 80% 
overrun is desired, then we can ex- 
pect 4.5 gallons of finished ice cream 
from the freezer (2% gallons X 1.8 
= 4.5 gallons). 

If a scale which is adjustable is 
used, easier calculations are possible. 
Merely set the scale pointer at zero 
with the cup on the pan. The scale 
will then only weigh the contents 
of the cup. 

Recently for counter freezer users 
a new overrun scale has been de- 
veloped and is known as the “Air 
Whip Ice Cream Tester.” Fig. 1 
illustrates this tester. 

Dial of the scale is graduated in 
percentage of overrun, and the over- 
run desired can be obtained, it is 
claimed, to an exact degree. The 
dial is divided into two parts, one 
section which is colored blue is for 
quart packages and the other which 
is colored yellow is for pint packages, 
which enables the operator to check 
each package for correct overrun. 
This scale is manufactured by Karl 
Distributing Co., 5039 Irving Park 
Blvd., Chicago. 


OVERRUN IN FRUIT ICE CREAM 


There is considerable confusion in 
the methods used to figure the gross 
overrun in fruit ice creams and 
others made with the addition of 
large amounts of flavoring materials 
at the freezer. 

This is caused by the fact that 
some ice cream manufacturers figure 
the gross overrun on the basis of the 
volume of mix. Others compute it 
based on the volume of mix plus any 
fruits or flavoring materials added. 
The latter—volume of mix plus 
flavoring—is seemingly most logical 
and it is on this understanding any 
further comments, in these articles, 
on overrun are based. 


SUMMARY OF DISCUSSIONS ON 
WHAT ICE CREAM IS 


Every counter freezer operator 
should realize that the percentage of 
overrun is in direct proportion to 
his profit and the quality of his ice 
cream. <A low overrun ‘is unprofit- 
able while too high an overrun re- 


Fig. 1—Overrun Tester 


Air 


cream __ tester, 
shown with spatula and measur- 
ing cup. 


whip _ ice 


sults in a poor quality of ice cream. 


Therefore the operator should 
study his individual requirements, 
and it is important that the service 
engineer has some idea of what it 
is all about, otherwise he may find 
himself looking for the trouble in 
the refrigeration system where it 
does not exist. 


When an owner or operator of a 
counter freezer calls for service he 
may be fully of the opinion that 
there is something wrong with the 
refrigerating equipment when he 
does not obtain a finished ice cream 
product to meet his expectations. 
Particularly so is this true with a 
new or inexperienced operator. 

The average operator will have 
little if any knowledge pertaining to 
the refrigeration system. His studies 
should be along the lines of the 
manufacturing of the ice cream, 
recipes for same, and such like. No 
attempt has been made in _ these 
articles to cover fully the subject of 
ice cream as a whole or even the 
component parts. There are a num- 
ber of books and magazines published 
that treat wholly or in part ice 
cream making. 

The matter that has been written 
covers the subject sufficiently to 
bring out such points that will aid 
the service engineer to correctly 
diagnose the trouble reported. Natur- 
ally, the refrigeration system should 
be checked, but if all indications are 
toward the trouble lying elsewhere 
there will be many questions to ask 
the operator, and to build and main- 
tain his confidence these must be 
put to him intelligently. 

Bear in mind such points as 
butterfat having a bearing on the 
quality of ice cream; homogenized 
mix aiding in securing the desired 
overrun and likewise do eggs in the 
mix not only aid overrun but are 
helpful as a stabilizer. 

Complaints of ice cream losing its 
smoothness may be caused by an 
excessive use of serum solids or 
result in low overrun. 

Slow freezing may be among the 
more common complaints registered 
and while there are many causes for 
this as will be covered by later 
articles and all of which should be 
checked first, it is still worth remem- 
bering that too much sugar in the 
mix will somewhat retard freezing. 


A NEW SODA WATER MAKER 
AND A NEW SALES LEADER _, 


Automatic operation . . 


TIS Most MOnEKS ANn fePnOeNE 


SHLTIER WATER WihER 


' 

! 

as it 
: 


new low cost. 


<4 ; designed for Bars, Taverns, Drug Stores, 
\\\ Trin Confectioneries, Miniature Bars and 
| \\M : ee Fountains. It carries a full and unquali- 

MrOOHs wear ence aN fied one-year guarantee against defective 


a 


a 


The Perfa-Soda Carbonator is specially 


workmanship and material. 


YRITE NOW FOR ILLUSTRATED FOLDER. . . 


 PERFA-SODA CARBONATOR - 


. silent action . 
formance ... space-saving compactness... simple instal- 
lation... elimination of electric motors ... amazing low 
cost... added economy... sensational efficiency .. . full 

guarantee. So post yourself NOW on 

this economical, 1941 Perfa-Soda Car- 

bonator that cuts high overhead, elimi- 
nates costly servicing needs, has the 
capacity to meet any need. It’s the new 
method of soda water making... at a 


. . foolproof per- 


Valuable sales territories still available. 
today for full franchise particulars. 
literature describing this new, efficient, automatic, 


low cost Carbonator. 
stationery will bring complete information. 


HUDSON MFG. COMPANY, INC. 


4105 Cass Ave. 


Write 
Let us send 


A request on your business 


Detroit, Michigan 


MAKERS OF THE NATIONALLY KNOWN PERFA-DRAFT. AND PERFA-TEMP EQUIPMENT 


———— 
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Standards For Porcelain Enamel Finish on 


Refrigerators Adopted at Capital Meeting 


WASHINGTON, D. C.—At a 
meeting called by the National Bu- 
reau of Standards on June 26 the 
proposed standard for _ porcelain 
enamel on the exterior and interior 
of refrigerators was adopted as modi- 
fied and its circulation for formal 
acceptance recommended. 

F. W. Reynolds of the National 
Bureau of Standards served as chair- 
man for the conference which was 
attended by representatives of refrig- 


erator manufacturers, distributors, 
consumer organizations, the porce- 
lain enameling industry, enameling 


sheet manufacturers, and_ testing 
laboratories. 

After discussion, it was agreed 
that the proposed standard should 
become effective for new production 
30 days after the announcement of 
its establishment by the National 
Bureau of Standards. 

This standard provides minimum 
specifications, which include inspec- 
tion rules and methods of test, for 
porcelain enamel on both exterior 
and interior of domestic and com- 
mercial refrigerators. The general 
acceptance of this standard, and the 
widespread use of labels certifying 
conformity with it, according to its 
sponsors, will improve the quality of 
porcelain enameling and aid pros- 
pective buyers in identifying refrig- 
erators with this finish. 

Among the consumer groups en- 
dorsing the standard, according to 
the volume of correspondence re- 
ceived and read by F. W. Reynolds, 
were the following: American Home 
Economics’ Association, American 
Association of University Women, 
National Council of Women, and the 
Women’s National Institute. Typical 
of the letters read was one from 
Gertrude E. Fox, chairwoman, 
Women’s National Institute, which 
read as follows: 


“We do want to go on record as 
favoring standards and the labelling 
of refrigerators as conforming to 
these standards. Women generally 
buy with more confidence when mer- 
chandise is labelled as conforming to 
standards promulgated by the Na- 
tional Bureau of Standards.” 

In his introductory remarks, Mr. 
Reynolds explained the activity of 
the National Bureau of Standards in 
connection with the development of 
standards for an industry. He made 
it clear that the bureau merely 
provided the vehicle by means of 
which standards acceptable to the 
majority affected by the standard 
are drawn up. _ Responsibility for 
their application and use, he ex- 
plained, rests on the will of the 
majority. 

Harry W. Ewald, director of mer- 
chandising for the Porcelain Enamel 
Institute, in explaining the need for 
the standard, called attention to 
advertising that did not set forth 
unmistakably whether both the ex- 
terior and interior or only the interior 
of so-called porcelain enameled re- 
frigerators were porcelain. Adding 
further confusion, Mr. Ewald said, 
the customer herself is unable to 
distinguish between new porcelain 
and synthetic enameled refrigerators. 

Even the experts on porcelain 
enamel, according to Mr. Ewald, are 
unable to distinguish between new 
refrigerators of porcelain and syn- 
thetic enameled finishes at a distance 
of 10 feet. ‘If these _ technical 
experts can’t tell the difference, what 
chance has Mrs. Jones?” Mr. Ewald 
asked. 

He pointed out that the standard 
provided for a standing committee 
of a varied makeup whose responsi- 
bility it will be to advance the speci- 
fications as the science of enameling 
advances. 


Tke COOK AUTOMATIC | 


Cook Automatic “Self-Contained” Freezer 


What your prospects can make big money 
And the 
FROZEN 
MALTED made in a Cook Automatic knows 
that he’s taking in 7¢ gross profit, that on 
Profit 


on, YOU can make big money on. 
counterman who serves a 10¢ 


600 drinks he’ grosses $42.00. 


COUNTER DISPENSING 


FREEZER 


2 MODELS 


SELF-CONTAINED: Refrig- 
eration unit is perma- 
nently built into freezer 
illustrated above. 


REMOTE: Requires even 
less space because refrig- 
eration unit is installed 
separately in any con- 
venient location. 

These freezers are espe- 


cially designed for 
Frozen Malted 
Frosted Orange 
and the NEW 
Frozen Sherbets made 
from Fresh Fruits 


POTENTIAL on a single machine is exceedingly high: more than $5.00 


per hour! 


The only self-contained 6-quart portable freezer for counter 
or back bar—entirely automatic, electrically refrigerated, foolproof. 


All 


parts standard, by manufacturers nationally famous for quality. No refrig- 
eration installation needed for self-contained unit. To operate, just plug in. 


In short, a complete package unit that will interest every drug store, 


soda fountain, wayside stand. 


Carried on by the tremendous, rapidly 


growing wave of demand for Frozen Malteds, every sale produces two 
more sales—and YOUR DISCOUNT IS LARGE. 


BECOME A COOK AUTOMATIC DISTRIBUTOR 
AND REAP TREMENDOUS PROFITS! 


In many sections distributors are already cashing in handsomely, but 


some choice territories are still open. 


Write, wire or phone today for attractive distributor proposition 


ARGOS PRODUCTS CORPORATION 
67-69 Irving Place, New York 
Telephone Gramercy 7-4357 
Chicago Office: 1134A Merchandise Mart 
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Cooling Use Grows 
In Philippines 


MANILA, P. I.—Air conditioning 
is a growing field in the Philippine 
Islands, reports the American com- 
mercial attache here. Annual sales 
have increased steadily since 1935, 
when the business became firmly 
established here. 

It is estimated that a total of 
250 systems are now in use. There 
is no foreign competition, all instal- 
lations having been made by three 
American firms. 

The high humidity, the constant 
heat, and the generally tropical 
character of the country make the 
Philippines an ideal place for the 
growth of the air conditioning busi- 
ness, the attache reports. 

Education of the public by local 
air conditioning engineers has created 
an increasing public demand for 
installations, and during the past 
two years new public and private 


are likewise good possibilities in 
Tloilo and Cebu. 

Local installations of air condi- 
tioning are hampered by high ceil- 
ings and sheet iron roofs, it is said. 
Because of wide windows that open 
or close the entire side of a house, 
the average dwelling is unsuited to 
air conditioning. For these reasons, 
insulation is required. 


Theater Air Conditioning 
Tops Singapore Market 


SINGAPORE, British Malaya—Air 
conditioning of theaters is becoming 
quite extensive here, according to 
the office of the American Trade 
Commissioner here. The application 
of air conditioning is also reaching 
hospitals, offices, and homes, to a 
certain extent, it is reported. 


War Blasts Market 
In French Indochina 


SAIGON, French Indochina-—Sales 
possibilities for electric refrigerators 
are abnormally limited here at 
present, due to the international 
situation, according to a _ recent 
report by the American Consulate. 
Until a few months ago, however, 
Indochina was becoming a promising 
market. 

Refrigerators most in demand are 
the 2 and 3-cu. ft. household models 
and the 4.5 and 8-cu. ft. types for 
restaurants, bars, and grocery stores. 
Reach-in refrigerators and display 
cases are used to a small extent. 

Although household marketing is 
done daily, refrigeration is necessary 
during the entire year. 


Best Customers of U. 


Unit Air Conditioning 


S. Refrigeration and 


Mfrs. For May 1940 


construction has_ increased sales. 

One department store _ installation Refrigerator Conditi 

was made at cost of P100,0 oo oe 

(One " Peso" equals approximately Ee eis a Ke 
cents merican). 

“nto Pigg eget its “EOE 2,602 $164,259 203 $26,461 $153,189 $ 3,486 
— ay oe me ei lel lel 
single room installations. The air- | Argentina ............... eae Bey ee: bes 88,369 16,529 
cooled type sells for P750. Larger —— Pe aaa nee vee . rere me 5.883 
a run from P2,000 to | Mexico’ .................. 79 71,465 58 «10,208 6,962 ne 

0,000. MR ikeeds rerncK eens 688 60,373 85 7,735 14,519 
fe Evaporative condensers and cool- ppd a Sia oumesbacetee's 705 31,135 er Race got 
i g towers are used because of the EEGEEEED 66 66 8.00082 e ess eee eee eee eee ’ 
ate << i ; South Africa ............ 688 45,841 107 10,052 35,152 a 
——tthmue sia CU SU UlU—emlUlUCU 
Manila. At the present stage of | Nethelands Indies ...... — ait 
d vel me : is ci r ri 18 IBVE .ccccccore eee ’ 
Set sales opportunition, ‘Dut there | uted Mineten "6.430 

41 ‘as a * . 

We believe that it will be of interest to you to 
know that we are of the opinion that we have 
definitely increased the volume of sales of 
Manhattan V-Belts through the use of Air 
Conditioning & Refrigeration News as a regular 
advertising medium. This advertising, we are sure, 
brings our message directly to the men who 
specify V-Belts for replacement. We base this 
opinion upon the number of requests we have re- 
ceived from your readers for our catalogs and 
other information on our fractional horsepower 
V-belt line. 

44 a s « a8 4M 

We are confident this is advertising well placed. 

- - J. J. DeMario, Adv. Mgr., The Manhattan 
Rubber Mfg. Division of Raybestos-Manhattan, Inc. 
To endeavor to diSpute facts is futile. Manhattan 
has used the NEWS as a “regular advertising medium” 
over a sufficient period of years to form a definite 
opinion as to whether it has increased sales. 
When the product is right and the price is right, 
advertising in the NEWS usually gets results. It reaches 
a market of unusually active buyers. 
Air Conditioning & Refrigeration News 
“The Newspaper of the Industry” 


‘Chiseling’ In South Africa, Too 


Sales Have Been Slipping, So All the Familiar ‘Evils’ 


Are Present as Competition Toughens 


JOHANNESBURG, South Africa— 
Competition is extremely keen in 
the South African refrigerator mar- 
ket, according to reports by the 
American Commercial Attache here. 
The landed cost of a 4-cu. ft. box is 
said to be slightly in excess of £18. 
Keen bidding for business causes 
these machines to sell as low as 
£19. 10 s. with free installation and 
a five-year guarantee. 

The American Attache reports 
that there are now some 5,000 unsold 
refrigerators in the hands of dis- 
tributors and dealers here, due partly 
to the manufacturers enforcing a 
quota system on their agents, and 
the receipt of a large consignment 
of “orphan” machines. 

The demand for electric refrig- 
erators has been declining for the 
past two years, due largely to a 
diminishing building program. Prac- 


tically all of the new apartment 
buildings being constructed feature 
the installation of some American 
make refrigerator. 

Dealers are numerous and one or 
two of the larger distributors place 
their machines on consignment. It 
is estimated that more than 70% 
of the refrigerators sold to _ indi- 
viduals are on the _ hire-purchase 
plan. A_ recently proposed hire- 
purchase law has certain provisions 
that will obviate many of the objec- 
tionable practices now present. 

Many dealers are selling refrigera- 
tors for as little as 5% down with 
the balance spread over a period of 
24 months or more. Competition is 
between American makes and other 
makes sold, including the British 
Electrolux (kerosene and electric) 
Coldair (British G-E) and Moffatt 
(Canadian). 


Refrigerator a Dining Room Showpiece 


In Well-To-Do El Salvador Homes 


SAN SALVADOR, El Salvador— 
Because it is the general custom 
to keep the refrigerator in the 
dining room, El Salvador is becom- 
ing a better market for American 
electric refrigerators, in the opinion 
of the American Consul here. 
“Pride of possession” becomes a 
factor in stimulating the purchase of 
refrigerators, as people like to have 
their dining rooms as well equipped 
as those of their friends. 

All refrigerators are purchased 
by a small well-to-do class, and 
virtually all of the business in the 
country is done by American manu- 
facturers, with no competition from 
Europe. 

According to rough estimates by 
dealers, there are now approximately 
3,000 refrigerators in use here. Sales 


are equally divided between the 
4, 6, and 8-cu. ft. models. All are 
of painted metal rather than porce- 
lain, and there seems to be a 
slight preference for hermetic ma- 
chines. 

Most demand comes from home 
owners, but drug stores, groceries, 
and provision stores in the large 
cities have installed large refrigera- 
tors of the household type. Sales 
of regular commercial equipment 
are rare. 

During 1939 there was a consider- 
able increase in sales of electric 
refrigerators to quite small suburban 
and rural provision shops. These 
small shop owners rent space in the 
refrigerators for a few centavos to 
nearby families, thereby enabling 
them to meet their instalments. 


Honolulu—An Appliance-Eye View 


G-E Merchandise Manager Sees Quality Buying, 
Superior Salesmanship As Market Characteristics 


BRIDGEPORT, Conn.—Praises of 
the Hawaiian Islands from returning 
travelers are not exactly a novelty 
but A. L. Scaife, merchandise man- 
ager of the General Electric appli- 
ance and merchandise department, 
managed to see a lot of things in 
Honolulu during April that aren’t 
found in the songs—such as excellent 
business volume, quality buying, and 
salesmanship that was far above 
par for the home or domestic course. 


Mr. Scaife, together with Earl 
Norling, of the G-E household refrig- 
eration section and Marshall Ross 
of the heating device section, left 
Bridgeport late in March to assist 
in the conduct of the three-day sales 
meeting sponsored by W. A. Ramsay, 
Ltd., General Electric full-line appli- 
ance distributor in the islands. In 
San Francisco they were joined by 
George West and Harold Wade, 
district manager and service man- 
ager respectively for the G-E appli- 
ance and merchandise department in 
San Francisco. Mrs. Scaife, Mrs. 
West, and Mrs. Wade completed the 
party. 

The Ramsay meeting, on April 8, 
9, and 10, was for the dealer organi- 
zation and retail sales force, brought 
in from all of the islands, and was 
held in the Army Y.M.C.A. Approxi- 
mately 115 salesmen attended. 
Approximately 80% of the group 
were Chinese, Japanese, Portuguese, 
Mr. Scaife declared. About one-third 
of the islands’ population is in 
Honolulu, and approximately 40% 
of it is Japanese, and these facts 
have had an undeniable influence on 
the status of the electrical appliance 
business. 


“I have never seen as remarkable 
a group of individual sales records 
chalked up at any gathering any 
place as were in evidence at this 
meeting,” Mr. Scaife said. ‘One sales- 
man of the Hawaiian Electric Co., in 
particular, had a record beating any 
achievement for an individual sales- 
man that we have ever come across 
in our company. 


“These men seem to ‘use the user’ 
to a far greater extent in their 


Selling technique than we do here. 
They follow up appliance sales and 
keep talking to their customers 
afterwards. Most of the dealers are 
full-line dealers and they made an 
ideal and enthusiastic audience for 
the full-line story we _ presented. 
The service job done on the islands 
is also exceptional, as service engi- 
neers are sent back to the mainland 
for training every two or three 
years.” 


Another charactertistic of the 
appliance business in the islands, 
according to Mr. Scaife, is that 
Hawaiian buyers refuse to purchase 
anything but the best. Porcelain- 
finished refrigerators, and the more 
expensive spinner-type washers are 
typical purchases. The dealer stores, 
on the other hand, are often not 
at all pretentious, sometimes defi- 
nitely ramshackle. Since the climate 
is never very extreme, most houses 
and stores are not very well con- 
structed and are open to the 
weather, yet equipment and appli- 
ances are of the most deluxe type. 
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Mills Condensing Units 
By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 
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CLASSIFIED 
, ADVERTISING 


s 
RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
ont additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
ure words ten cents each. 
an PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
ad No. should be addressed to Air Condition- 
aCe ing & Refrigeration News, 5229 Cass 
It Ave., Detroit, Mich. 

Fo POSITIONS WANTED 
di- SINGLE MAN 24 now employed in 
ase domestic service desires change. High 
re- school and Industrial Training Institute 
ons graduate. Anything in refrigeration or 
. air conditioning sales or service consid- 
_ ered. Salary secondary. Go anywhere. 
Box No. 1244, Air Conditioning & Refrig- 
ra- eration News. 
ith REFRIGERATING ENGINEER with ex- 
of tensive experience in design, development, 
is production and application of thermostatic 
h and automatic expansion valves, constant 
end pressure valves and water regulating 
ish valves for all refrigerating purposes, 
‘ic) desires new connection. Am thoroughly 
att familiar with the requirements of the 
refrigerating industry and have contact 
for distribution of these devices. Box No. 
= 1245, Air Conditioning & Refrigeration 
News. 
GRADUATE MECHANICAL ENGINEER 
with fifteen years experience in the 
design and development of compressors, 
cabinets and associated parts desires a 
position as development or project engi- 
neer. Has been employed as chief drafts- 
the man and chief experimental engineer 
are with large manufacturer. References will 
‘ce- be furnished. Box No. 1247, Air Condi- 
a tioning & Refrigeration News. 
na- FRANCHISES AVAILABLE 
SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 


ator display case line. Over 40 years 
experience manufacturing good commer- 
rge cial refrigerators. On a comparative price 


EQUIPMENT FOR SALE 


AIR CONDITIONERS, General Electric 
and Fairbanks Morse. All brand new in 
original crates, beautiful walnut cabinets, 
size about 42 inches long, 41 inches high, 
and 19 inches deep. All AC. 90 Fairbanks 
Morse % ton air cooled, cost about 
$400. Our price $150. 74 General Electric 
1 ton water cooled, cost about $500. Our 
price $175. Also 1 ton General Electric 
highsides $125. G & G GENUINE MAJES- 
TIC REFRIGERATOR AND RADIO 
PARTS SERVICE, 2429 Wabash, Chicago. 


BRAND NEW Westinghouse one ton low- 
sides complete with fans, coils, expansion 
valves, manual controls, heat exchanger, 
and cabinet $32.50 each. Brand new 
General Electric % H.P. and 1 H.P. high- 
sides also available. Write for details. 
ASSOCIATED REFRIGERATOR PLANT, 
INC., 3028 W. Hunting Park Ave., 
Philadelphia, Pa. 


BRAND NEW air cooled High Sides at 
exceptionally low prices. These condens- 
ing units are complete, ready to be 
plugged in. They are made up with all 
new parts; General Electric or Frigidaire 
Compressor, General Electric or Delco 
Motor, heavy duty condenser, heavy base, 
receiver, valves, etc.; charged with Methyl 
or “Freon.” They are available in %-4 
and H.P. GENERAL REFRIGER- 
ATORS CORPORATION, 518 East 20th 
Street, New York, N. Y. 


REPAIR SERVICE 


SPECIAL PRICES! G.E. DR-1—DR-2; 
domestic Westinghouse and Majestics 
$24.50 to customers purchasing ten or 
more units a year. Regular price $27.00. 
One year unconditional guarantee. Place 
order for any Model G.E., Westinghouse 
or Majestic sealed unit advising complete 
model and type needed. Shipment will 
be made from stock same day. Return 
old unit later. Our production lines turn 
out completely rebuilt sealed units 
mechanically comparable to manufactur- 
er’s. We offer replacement service inferior 
to none at prices that enable you to 
realize profit on resale. Send for com- 
plete Replacement Schedule 40BB. REX 
REFRIGERATION SERVICE, INC., 2226 
South State Street, Chicago, IIl. 


WORLD’S LARGEST rebuilders of re- 
frigeration units. Original, Genuine 
Majestic replacement units and parts for 
refrigerator and radio. Rebuilders of 
Majestic, General Electric, Grunow, West- 
inghouse, Coldspot, Servel, Gibson units 
at $25 up with 18 months’ guarantee 
protection bond. 500 units on _ hand. 
Send for catalog. G & G GENUINE 
MAJESTIC REFRIGERATOR & RADIO 
PARTS SERVICE, 2429 Wabash Ave., 
Chicago. 


COMMERCIAL AND DOMESTIC controls 
reconditioned like new at a small cost. 
All work guaranteed for one year. We 
also repair all types of relays with 
same guarantee. UNITED REPAIR 
SERVICE, 342 West 70th St., New York, 
N. Y., TRafalgar 4-2557-8. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy’ specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


ra- test with other makes of equal specifica- 
ules tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
ent FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 
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= Curtis Refrigerating Machine Co. 
Division of Curtis Manufacturing Co. 
* 1912 Kienlen Ave., St. Louis, Mo. 


Refrigeration Tubes 


HE AMERICAN BRASS CC 


FRENCH SMALL TUBE BRANCH 


General Offices. Waterbury, Conn 


‘ ; 
7 fuse, Py se hy ‘A, -. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio, 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Kitchen’s Half-Century 
Of Progress Is Theme 
Of Utility's Contest 


(Concluded from Page 1, Column 4) 
in his or her own kitchen or laundry. 

The contest has been divided into 
two divisions—one for customers, 
the other for employes—with 17 
prizes in the customer division and 
six in the employe competition. 
Prizes have been split up into three 
classifications, the first including a 
Frigidaire refrigerator, Stromberg- 
Carlson radio, Easy washer, Easy 
ironer, a clothes drier, and a dish- 
washer. 


In the second group are a vacuum 
cleaner, a table model radio, a 
roaster, a food mixer, I.E.S. lamps, 
a coffee maker, and a toaster. Third 
group includes an electric clock, 
I.E.S. lamps, a toaster, an electric 
iron, a table radio, an electric fan, 
and an electric shaver. 


To enter the contest, the customer 
or employe must fill out a special 
card, indicating which award in 
either of the three classifications he 
or she would prefer in case the 
entry is a winner. 


Customer contest will have three 
first, four second, and 10 third 
awards, and the employe contest one 
first, two second, and three third 
prizes. In addition, each entrant 
will receive a “surprise gift’ upon 
submitting his entry blank. 


free ere 


Westinghouse Plans 
$560,000 Addition 
At Mansfield 


(Concluded from Page 1, Column 4) 
facilities to meet increasing business 
demands anticipated by company 
officials. 

Work will start shortly on a ware- 
house providing 126,000 sq. ft. of 
space and costing $560,000, Mr. 
Kohnstamm announced. This ware- 
house project will complete a pro- 
gram which began recently with the 
construction of a 1,000-foot industrial 
bridge, costing $150,000, which con- 
nects the vitreous enamel and main 
assembly buildings of the Mansfield 
plant. 


The second major feature of the | 


expansion program recently § an- 
nounced and on which work now is 
in progress, is a new metal stamping 
building costing more than $500,000. 
Another item in the program is the 
additional construction of two stories 
on one of the main buildings of the 
plant. 

Cost of these new buildings and 
the warehouse, including the equip- 
ment that will be installed in them, 
will total approximately $1,500,000. 

The entire program, when com- 
pleted, will increase by 24% the 
present $6,230,000 value of the Mans- 
field plant. The plant’s capacity in 
production of household refrigerators 
will be increased by one third and 
the present warehouse facilities will 
be increased by close to 50%. Truck 
dock facilities will be enlarged by 
addition of space for 14 trucks. 

“The Mansfield plant, in the five 
years prior to 1940, has produced 
4,274,000 units of household mer- 
chandise,” Mr. Kohnstamm said. 
“This production includes refriger- 
ators and ranges, water heaters, 
irons, roasters, waffle irons, toasters, 
and sandwich grills. 


REFRIGERATOR OUTPUT UP 50% 


“To date, this year, we have had 
a steady increase in business. In the 
first six months of 1940, our refrig- 
erator output exceeded the figure for 
the first six months of 1939 by 50%. 


“This increase, plus the continued 
favorable business prospects for the 
balance of 1940 and 1941, has 
prompted us to undertake the expan- 
sion program. We feel that expan- 
sion of our facilities will place us 
in even more favorable position than 
in the past to provide the luxury of 
electrical home equipment at more 
reasonable cost to more and more 
American homes. 


“With the recent reduction in cost 


of the refrigerators and ranges, the 


rapid expansion of electric lines to 
many thousands of rural homes, and 
the overwhelming acceptance of elec- 
tric cookery as well as_ electric 
refrigeration, demand for these and 
other electrical appliances far ex- 
ceeds the requirements of a few years 
ago. The electrical appliance indus- 
try must be geared to meet this new 
demand.” 


STRUCTURAL DETAILS 


The new warehouse, 220 by 320 
feet in size, will be adjacent to the 
present warehouse and office build- 
ing of the Mansfield plant. The 
structure will be of normal height for 
a four-story building, but there will 
be only two floors, 24 feet high, to 
make for ease of handling wares. 


The second floor will extend over 
about half of the first floor, leaving 
space for future expansion of the 
second floor, if desired, of 36,000 sq. 
ft. 


THE BUYER'S GUIDE 


FITS ARE YOURS } 


wes ooo 
BLY STYLED LINE 


Sherer’s always in front with equipment de- 
veloped to open new fields for condensing 
units. Your efforts are backed by trade paper 
advertising, free store layouts and prospect 
follow-up. Write for catalog and franchise 
details. 


SHERER-GILLETT CO., MARSHALL, MICHIGAN 


Are you buying mass or precision? 
bulky, noisy and inaccurate. 
and precise. 


> 


The alarm clock is massive, 


A fine watch is light, compact, quiet 


Use this method in comparing condensing units. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: 


Refrigeration Supplies Co., 


Ltd., London, Ontario 


> on both the inside 


tubing. 
Tubin 


is self-centering. 


i 


damage when not in 
shell of tool. Body 


IMPERIAL 


easy handling. Handles all sizes of 
tubing from 16" O.D. to 112"" O.D. 
INNER IMPERIAL BRASS MFG. CO. 


565 S. Racine Ave. 


AND OUTER 
REAMER ~ 


e@ A convenient new tool which makes 
sible a rapid and efficient reaming 


edges of copper, brass or aluminum 


is introduced from one end 
of tool ler inside reaming, and from 
the other end for outside reaming. 
The tool cuts in either direction and 
It has three hard- 
ened, hollow ground tool steel cutters. 
The cutters are protected 


. Chicago, Ill. 


IMPERIAL 


VALVES © FITTINGS © TOOLS © STRAINERS 
DEHYDRATORS © CHARGING LINES © FLOATS 


No. 208-F Inner and 
Outer Reamer 
Price, each, $1.20 


and the outside 


against 
use, by outside 
is knurled for 


. 
- 
¥ 


ORDE 
YOUR JOBBER 


To every worthwhile workman the greatest reward 


that can be paid, is 


the public recognition that he is a 


finished craftsman, and that the products of his head 
and hands have been accorded complete acceptance. 


Beginning with the original design, from the drawing 


boards of men who 


have made fitting production their 


life work, the craftsmanship and skill of the tool designer, 


the die sinker, the 


hot-forge operator, the automatic 


lathe setters and operators, all contribute their meed of 
perfection to the finished product. 


At Commonwealth 
not simply routine. 


, the production of good fittings is 
It is bred into the organization by 


a basic policy that demands the acme of craftsmanship. 
No detail of design, production, or inspection is too 


minute to warrant 


attention. 


Many, many crafts are concerned in the production 


of Commonwealth fittings—all 


working to the end of 


producing fittings “Built Right to Stay Tight.” 


Fittings in every 
patterns of 


semi-standard 


standard combination, hundreds of 
requirements, and _ special 


fittings with any desired combination of pipe and tube 
ends are readily available. 


Send for Catalog No. 88. 


COMMONWEALTH BRASS CORP. 
Commonwealth at Grand Trunk RR. 


Detroit, Mich. 


ASINGLE 


SEE YOUR 
RANCO JOBBER 


an Cc 0 “ less as . 


Columbus,Uhio,USA 


RJS-830 
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New Service Firm 


SANTA ANA, Calif. — Refrigera- 
tion Service Supply Co. has been 
organized by W. B. Scott at 1239 
W. 5th St. here. E. R. Scott of the 
same address is listed as doing 
business under the name of Scott 
Refrigeration Service. 


Specify PENN 


AUTOMATIC CONTROLS AND -SWITCHES 
FOR RECOGNIZED RELIABILITY — 
_ Write for Catalog 


PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


BAR-BOY -- - DIRECT DRAW BEER SYSTEMS 


a M7 


BUILT RIGHT - - PRICED RIGHT 
SIMPLE TO INSTALL 


Available In 2-3-4 Keg Sizes. 

Ice Water Paucet Standard On All Models. 
Bottle Compartment And Ice-Maker Optional 
Equipment. 

Full Line Of Beer Equipment, Including 
Walk-In Type Pre-Coolers And Dry-Storage 
Bottled Beverage Coolers. 


INQUIRE TODAY! 


FOG ore vine sts. pn 
Replacement High Side Floats 


for HERMETIC Units 


Aminco No. 369 is recommended for sepincomens, 
on hermetic units. A complete revlacement—it shoul 
not be disassembled. mincol seat prevents 
corrosion and eliminates float trouble due to acid 
in the system. 

No. 368 is suitable for replacement in a number of 
well-known refrigerators. May be used with SO», 
CH:;Cl and “FP-12.” Send for bulletin No. 30. 


AMERICAN INJECTOR CO. 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles “—\  ————“ 
z£ixport: Borg-Warner International Corp., 310 S. Michigan Ave., Chicago, Ill. 


Balanced-Action equalizes pressures on both 
sides of the valve seat atthe instant of opening. 
Equalization takes place through a balancing 
channel located in the valve stem. This exclu- 
sive Henry feature assures that the valve will 
always open positively and close easily. 


HENRY BALANCED -ACTION DIAPHRAGM PACKLESS VALVES 


HENRY VALVE COMPANY 
1001-19 N. SPAULDING AVE., CHICAGO, ILL. 


AN 
mete BY LEADING JOBBERS 


A complete line to meet 
every requirement 


With nearly 40 years experience as a 
background ... the Puro line offers 
every dealer unusual profit oppor- 
tunities. 


Write. 


UR 
S 


WATER 


trace CY mann 


ELECTRIC WATER COOLERS 


Puro Filter Corp. of America, 440 Lafayette St., New York. 


MAKE BIGGER PROFITS 


TYLER full line dealers and distributors are 
setting new records for sales and _ profits. 
Tyler’s big line enables you to completely 
outfit modern food stores and opens up 
hundreds of live prospects in other fields. 
Famous Welded Steel construction. Phenomenal 


values. Display cases . . . Reach-Ins . . 
oe Walk-Ins . - Vegetable Displays . . . and 
fa ae ‘ special type refrigerators to fit all needs. 


Every one a super value. Write for details. 


NEW DISPLAY 

CASES with : TYLER FIXTURE CORP., Dept.E, Niles,Mich.. 
° ent New York Office. G01 W 26th St REACH-IN BOXES~ 

Boston Othice 683 Beacon St. Chicago Office. 1663 W Ogden Ave. 40% x“reater capacity. 


TYLE RP 


WELDED STEEL 


SERVEL Model J 


4 cylinder compressor! New, in original factory 
crates, ideal replacement unit! Complete with 
%” SAE intake and %” discharge valves and 
flywheel. Bore 1%, Stroke 1%. 

Price in lots 1 to 5 $20.50 


Price in lots 5 to 10 19.50 
Price in lots 10 to 25 18.50 


For 1/2 and 3/4 H. P. Commercial Units. 
Ideal Replacement Compressor. 


NATIONAL ELECTRIC TOOL CO. 


1915 8S. State (Ref. Division), Chicago, Il. 


SERVEL MODEL J 
4 cylinder 13g x 1% 


Wheels 


S —S | 
TON, CONNECTICUT 


New Booklet on Methyl Chloride Covers 
Not Only Refrigerant Technical Data, 
But Also Takes Up Field Problems 


WILMINGTON, Del.—New and 
revised data on methyl chloride 
based on recent investigations, plus 
much practical information about the 
handling of this refrigerant in the 
field, is given in a new 9-page 
spiral-bound booklet issued by the 
R. & H. Chemicals Department of 
E. I. du Pont de Nemours & Co. 

Copies of the booklet are available 
to those in the refrigeration profes- 
sions upon written request to the 
Chlorine Products Division, R. & H. 
Chemicals Department of the du 
Pont company. 

New and _ accurate tables of 
thermodynamic properties published 
in the booklet are said to be the 
only tabulations for methyl chloride 
sufficiently complete, accurate, and 
consistent for engineering processes. 
A new three-color Mollier diagram 
or chart, published for the first time, 
is based on these thermodynamic 
data. 

Viscosity values, just redetermined, 
together with the thermodynamic 
data, made possible the development 
of new tables of pressure drops of 
methyl chloride in pipe lines. Like- 
wise, volume displacements and 
power requirements have been re- 
calculated. 

With the large number of refriger- 
ants now available or in use and the 
changes in code regulations, it was 
felt desirable to define accurately the 
field of application for methyl chlor- 
ide. The booklet gives information 
on the main properties of all of the 
common refrigerants and includes a 
pressure-temperature chart showing 
their relationship. 

Other sections give detailed infor- 
mation on lubrication factors and 
problems, moisture and _ drying 
agents, and refrigerant transfer and 
handling. 

With the permission of the officials 
of the R. & H. Chemicals Department 
of E. I. du Pont de Nemours & Co., 
AIR CONDITIONING & REFRIGERATION 
NEWS publishes the following ex- 
cerpts from the booklet, which are 
concerned particularly with field 
problems: 


Leak Detection 
SOAP WATER METHOD 


Leaks of methyl chloride are best 
detected by placing the unit under 
refrigerant, air, or nitrogen pressure 
and applying soap solution’ to 
suspected points. During freezing 
weather glycerine may be used. A 
leak is shown by the appearance of 
bubbles. Small units may be im- 
mersed in a tank of water. 

Difficult leaks may be better lo- 
cated when the unit is under air or 
nitrogen pressure rather than refrig- 
erant pressure as pressures can be 
built up to the maximum allowable 
for the unit and escaping tendencies 
of air and nitrogen are greater. 

Carbon dioxide may also be used 
in testing for leaks but under no 
circumstances should oxygen be used. 
Explosive reactions may take place 
between oxygen and oil. When test- 
ing with air, nitrogen, or carbon 
dioxide, the machine should not, of 
course, contain its refrigerant charge. 
Vapors of methyl chloride as well as 
liquid refrigerant should be absent 
if air pressure is to be applied. 
Gases used for leak testing should 
be dry. 


HALIDE TORCH 


Because of the _ possibility of 
explosion of higher concentrations 
of methyl chloride-air mixtures by 
the open flame, use of the halide 
torch is not recommended for de- 
tecting methyl chloride leaks. While 
it is true that adequate ventilation 
of the space being tested should 
eliminate the possibility of having 
the minimum explosive mixture of 
8.1% by volume methyl chloride in 
air, nevertheless it is felt that the 
safest policy is not to use this test 
method. 


A modification of the method that 
can be used on methyl chloride ma- 
chines not yet charged with refrig- 
erant, is to introduce alittle 
“Freon-12,”" which is non-flammable, 
into the machine and then test with 
the halide lamp. The pressure can 
be built up with air, carbon dioxide, 
or nitrogen after the “Freon-12” has 
been charged. <A few ounces of 


“Freon-12” for small machines— 
more in proportion for larger—will 
suffice. 


OIL SPOTS 


Oil spots often enable detection 
and location of leaks in refrigerating 
machines as methyl chloride carries 
more or less oil throughout all parts 
of the system. 


PRESSURE MEASUREMENT 


If time allows, leaks may be de- 
tected but not located by allowing 
the unit to stand for at least one- 
half day under air, nitrogen, or 
carbon dioxide pressure and noting 
pressure readings. 

If the temperature of the system 
does not change appreciably, even 
relatively small leaks may be de- 
tected by this method. Pressure 
readings can be taken while making 
soap water tests on joints. Similarly, 
vacuum gauge readings may be 
observed after a vacuum drying 
operation. 


Lubrication Factors 
OIL FOAMING 


When crankcase oil is exposed to 
refrigerant gas under the fluctuating 
pressures encountered on the low 
side of a system, there are different 
amounts of refrigerant dissolved in 
the oil depending on its temperature 
and the pressure of the gas above it. 
As a machine cycles and the low side 
pressures rise and fall, the refrig- 
erant alternately dissolves in the oil 
as the pressure is rising and is 
boiled out of the oil as the pressure 
drops. 

Changes in temperature of the oil, 
of course, also have an important 
effect on oil-refrigerant concentra- 
tions and this is especially important 
when a compressor has been idle for 
some time in a cold location. 

Rapid evolution of refrigerant gas 
from the crankcase oil, resulting 
when pressure drops quite rapidly, 
generally causes the oil to foam. 
Foaming is encountered to a greater 
or lesser extent with all refrigerants, 
as none is completely insoluble in 
oil, but the condition is of course 
intensified with refrigerants of higher 
solubility. 

As noted above, foaming is bene- 
ficial in ensuring adequate lubrica- 
tion of parts otherwise reached with 
difficulty but, unless it is properly 
controlled or eliminated, it may pro- 
duce one or more of the following 
undesirable conditions: 

1. Slugged oil may produce a 
compressor knock. 

2. Excessive foaming may produce 
a dry crankcase so that there is 
insufficient lubrication until the oil 
is returned after circulation through 
the system. This, and to a lesser 
extent the knocking condition, are 
generally extreme cases that may 
be encountered in starting up a cold 
machine. 

3. Excessive oil carry-over may 
produce an oil-logged evaporator in 
flooded systems because of oil being 
carried to the evaporator faster than 
it is removed. 

Violent agitation of crankcase oil 
in splash-lubricated systems con- 
tributes to the above factors by its 
tendency to throw oil where it can 
be carried along with the suction 
gas as well as by aiding the solution 
and dissolution of gas. 

The undesirable consequences of 
oil foaming are avoided by design 
features which often vary consider- 
ably with different manufacturers. 
Of course, those methods which are 
designed to narrow oil-refrigerant 
concentration changes also narrow 
viscosity changes. Narrowing the 
range of crankcase pressures by 
Shortening the operating cycles 
diminishes the amount of concentra- 
tion change and, therefore, lessens 
foaming. Concentration change may 
also be lessened or eliminated by 
control of crankcase pressure toward 
constancy. 

Also, control to give a gradual 
rather than sudden decrease of 
crankcase pressure allows the gas 
to escape slowly and gives the gas 
bubbles a chance to break before 
being drawn into the compression 
chamber. Some oils, especially those 
of lower viscosity, have been reported 
(Concluded on Page 19, Column 1) 


—Over 149,500— 


MASTERBUILT lLockers In Use 
Investigate the 

HyDroLoc Individual Locker 
the «popular locker sold only thru 
refrigeration and insulation distribu- 
tors. Write for particulars. 

Master Refrigerated Locker Systems, Inc. 

121 Main St. Sioux City, lowa 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 


Refrigeration Equipment 
WRITE TO bAeone-1m 


Wagner Electric Gorporation 


6441 PLYMOUTH AVE ST LOUIS, MO, 


Yeor In— Year Out 


Servicemen 
ask for 


ROTARY SEAL 


Replacement Units is 
Rotary Seal Co., Chicago, Ill. TRADE mark 


SPORLAN 
“eV LVES 


4 


Provide Extra Profits 
Sure Repeat Orders 
Sold Only 
Through Dealers 


ALL-STEEL-EQUIP COMPANY, INC. 


107 Kensington Avenue e Aurora, Ilinois 


Use CHICAGO SEALS 


=for seal replacements 


20 North Wacker Dr., Chicago 


A New Improved Dehydrator 
on the Market Soon 
Look for Our Announcement 


MUELLER BRASS CO. 


Port Huron, Mich. 


CAMPBELL REEFRIGERATOER CO. 
Milwaukee, Wis. 

Dealers Wanted for Midwestern and 
Southern States 


Send for your 
COPY OF 


“FIN COIL 
ENGINEERING” 


MEARE ES: S18. 
REMPE CO. 
342_N. SACRAMENTO BLVD., CHICAGO, ILL. 


VIRGINIA SMELTING 
COMPANY 


Located at tidewater 
WEST NORFOLK, VIRGINIA 


Hardy-MAYFLOWER 


commercial compressors 
are a sure guarantee 
of satisfaction 
Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, O. 


The market for “‘pack- 
aged” air conditioning 
is almost unlimited. 
But no sale is better than the unit 
you sell! It will pay you to investi 
gate the GR-Lipman line. We have 
a liberal sales franchise .. - and 
equipment that is unex- 
celled. Write for details. 


GENERAL REFRIGERATION CORP 
Dept. AC-2 Beloit, Wisconsin 
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Data on Oil and 
Dryer Problems 


(Concluded from Page 18, Column 4) 
as not foaming as much as others. 
Oi! level should not be too high in 
the crankcase. 

A very cold machine may have a 
very dilute oil in the crankcase and 
the attendant troubles may be en- 
countered at their worst in starting 
such a machine. Preliminary heating 
of the crankcase oil may be desirable 
anc some machines have been equip- 
ped with built-in electrical heaters 
for this purpose. 

Drawing the suction gas directly 
into the cylinders from the evapora- 
tors, avoiding the crankcase if there 
is one, eliminates or alleviates con- 
centration changes to a degree de- 
pending upon the compressor type 
and details of the system. 

Those types in which the oil 
reservoir is not subjected to pres- 
sure changes have no foaming prob- 
lem although there may still be 
excessive oil pumping due to me- 
chanical causes. 

A moderately warm oil containing 
a small amount of dissolved refriger- 
ant is preferable to a cold oil con- 
taining a high concentration of 
refrigerant and, therefore, special 
provision may be made to keep the 
oil warm if the usual heating in the 
cylinders does not_ suffice. One 
manufacturer has accomplished this 
by heat interchanging with the high 
pressure superheated gas. 


RETURN OF OIL FROM 
HIGH SIDE 


Even with slugging and foaming 
eliminated, high pressure exit gas 
always carries oil in an atomized 
or nebulous form. While the most 
common practice is to allow this oil 
to circulate through the system a 
number of traps have been devised, 
some of them very efficient, to 
separate the oil particles from the 
gas, the trapped oil being returned 
to the oil reservoir by a  float- 
operated valve. 

Such oil traps are essential on 
certain types of refrigeration sys- 
tems, notably those with flooded 
evaporators which do not provide 
sufficiently for oil return. If an oil 
trap is not used, or if the trap is 
not 100% efficient, oil particles dis- 
solve in the condensing refrigerant 
and the resulting solution is fed 
from the liquid receiver into the 
evaporator. As no oil separates in 
methyl chloride liquid receivers, a 
difficult problem is avoided at this 
point. 

DRY EXPANSION EVAPORATORS 


In “dry expansion” systems, evapo- 
ration of refrigerant leaves oil 
particles suspended in and carried 


PIONEER MANUFACTURERS 
OF EXTENDED SURFACE 


ACME INDUSTRIES, nc 


PIP 


Suspended COMFORT COOLERS 
1 to 3 TON CAPACITY 
Silent @ Efficient @ Attractive 


-TRENTON CO. 


TRENTON, N. J. 


PLAY CASES 


he 
“e 


Write for details 
this 


sensational 
100% PORCEL 
Display Case line. 


MIDWEST 
MFG. COMPANY 
Galesburg, Ilinois 


BUNDY TUBING 


_ Copper-Brazed Steel. Cop- _ 
per Coated Inside and 
_ Out. Sizes: *" to %" O.D.. 


BUNDY TUBING CO., DETROIT 


along by the high velocity gas stream 
through and from the evaporator to 
the low side of the compressor 
where the returned oil may add to 
that in the oil reservoir or may again 
go through the compressor, provid- 
ing some lubrication as it goes. 


Gas velocities of 1,000 to 2,000 
feet per minute are considered ample 
to keep the evaporator well clear of 
oil. As a general rule with “dry 
expansion” evaporators, equivalent to 
not more than 200 feet of % or % 
inch tubing, there need be no oil 
added to the system above the 
normal compressor charge. 


However, above this, about a pint 
of oil per 200 feet additional coil 
may be added to allow for that in 
circulation. These figures may vary 
according to gas velocities and 
amount of oil in suspension so that 
the allowance may run one quart 
or more of oil per 100 feet of % 
inch tubing. 


FLOODED EVAPORATORS 


Return of oil from a _ flooded 
evaporator is not as simple as re- 
turn from a dry expansion evapora- 
tor and the treatment of the problem 
for soluble refrigerants is of course 
generally different from that for the 
insoluble. As methyl chloride oil 
solution is carried into a _ simple 
flooded evaporator and the refriger- 
ant vaporizes, there is a tendency 
for the oil to accumulate. 


However, just as the oil-refriger- 
ant solution in the crankcase tends 
to foam as the refrigerant gas is 
expelled, a somewhat similar condi- 
tion is encountered in a _ flooded 
evaporator. Evaporation of methyl 
chloride from the bubble films rising 
from the surface of the evaporator 
liquid leaves oil-rich films which 
finally break throwing a blanket of 
fine oil particles above the surface 
of the evaporator liquid. The tend- 
ency of these particles to settle back 
into the refrigerant liquid is opposed 
by the movement of the gas stream 
toward the suction line. The latter 
must be designed and placed so that 
excessive amounts of the oil particles 
do not drop back and that large 
slugs of refrigerant liquid are not 
carried by the suction line so as to 
cause ‘frosting back.” 


A number of designs have been 
used to allow evaporation of refrig- 
erant from liquid splashed into the 
entrance to the suction line before 
it leaves the evaporator chamber. 

A flooded evaporator like that 
described above is satisfactory unless 
oil pumping is excessive or unless 
there is superheating of the oil- 
refrigerant solution with the result 
that oil is carried into the evaporator 
faster than it is carried out. 


Operation is considered normal 
when the system stabilizes, that is 
the oil intake and output are equal, 
at 15 to 20% by weight oil in the 
evaporator solution. Solutions of 
this concentration will boil very close 
to the saturation temperature for 
pure methyl chloride unless. the 
evaporator design is such that the 
solution is allowed to  superheat 
above its normal boiling point. 

The presence of oil increases 
superheating tendency. The follow- 
ing figures show the approximate 
rise in boiling point at atmospheric 
pressure for various concentrations 
of oil: 


Boiling Point 
Oil—% by Volume Rise—°F. 
0% 0.0° F. 
5% 0.0° F. 
10% 0.9° F. 
20% 0.9° F. 
50% 5.4° F. 


In order to provide for unusual 
conditions occasioned by temporary 
excessive oil pumping, inefficiency of 
the oil trap, or superheating of the 
liquid refrigerant, a supplementary 
and more positive form of oil return 
is sometimes. desirable. Various 
wick devices leading from the refrig- 
erant-oil solution to the suction line 
have been used successfully. 


Using Dryers With 
Various Refrigerants 


Activated Alumina, Drierite, Silica 
Gel, and Calcium Oxide may be used 
with methyl chloride and methylene 
chloride. The manufacturer of the 
“Freons” recommends’ Activated 
Alumina, Silica Gel, and Drierite. 
Temporary use of Calcium Oxide 
with “Freon-12” has been reported. 

The halogenated hydrocarbon re- 
frigerants generally employ a dryer 
to best advantage in the liquid line 
where it can remove water before it 
reaches the “expansion” valve. 
Pressure drop losses are lower with 


a dryer installed in the liquid line 
and the theoretically better efficiency 
of vapor line drying is balanced to 
some extent by the lower fluid veloci- 
ties in the liquid dryer which pro- 
mote higher efficiency. In any event, 
satisfactorily low moisture contents 
can be obtained by drying the liquid 
halogenated hydrocarbons. 


Sulphur dioxide presents special 
problems. In the first place, liquid 
phase drying is inefficient although 
water can be removed quite well 
from the vapor by installation of a 
dryer in the suction line. However, 
as liquid sulphur dioxide containing 
water boils, the moisture tends to 
remain behind as the sulphur dioxide 
vapors pass off. 


Therefore, especially with flooded 
evaporators, it takes a comparatively 
long time for the water to leave the 
evaporator and reach the dryer, and 
in the meantime, the equipment may 
have been corroded to an appreciable 
extent. 


Halogenated hydrocarbon refriger- 
ants, having a very low solubility for 
water, tend to allow early escape of 
water even from flooded evaporators 
by the process of two-phase or 
“steam” distillation as well as by 
virtue of the known principle that 
a small amount of a dissolved mate- 
rial of low solubility exerts an 
abnormally high vapor pressure. 


Still another difficulty with sulphur 
dioxide is that, because of the lack 
of warning of the presence of mois- 
ture by a freeze-up, serious damage 
may take place before the presence 
of moisture is suspected. However, 
temporary installation of a large 
diameter suction line dryer charged 
with large particles of drying agent 


is useful as long as a machine is- 


running, and may well be used for 
insurance after charging or over- 
hauling a machine. MHeating the 
evaporator after pumping down the 
low side will help speed the drying 
if the vacuum pumping on_ the 
evaporator is continued so as to 
draw the water vapor to the dryer. 


TECHNIQUE WITH DRYERS 


A vapor line dryer of the conven- 
tional type should be installed up- 
right with the exhaust end at the 
bottom to allow for oil drainage. 
Some designs can be installed hori- 
zontally. In the case of a liquid 
line dryer, the exhaust end should 
best be uppermost to keep the tube 
filled with liquid and thus insure 
maximum contact time. 


The quantity of drying agent that 
should be used is, of course, depend- 
ent upon the moisture content of the 
system and therefore difficult to 
judge. 0.1 pound of dryer per pound 
of refrigerant as an average for a 
service dryer and 0.05 pound of 
dryer per pound of refrigerant for 
a precautionary service dryer in- 
stalled on a supposedly dry system 
seems reasonable. 

Removal of moisture from a very 
wet system should not be attempted 
with a dryer. New refrigerant and 
oil charges are needed, and the 
system should be dried by a vacuum 
or flushing treatment before these 
are added. 

The size of drying tube selected 
for a given job generally should 
be in accordance with the tube 
manufacturer’s recommendation since 
this will vary with machine tonnage, 
refrigerant being treated, size of 
drying agent particles, and details 
of design of the drying tube such 
as filter area and type of filter. 

Indicating types of Drierite, Silica 
Gel, and Activated Alumina have 
been used to warn of spent drying 
agent. These are impregnated with 
cobalt chloride which is pink when 
moist, blue when dry. As _ cobalt 
chloride is water soluble there may 
be some danger of corrosion and 
therefore these indicating types are 
not recommended for refrigerating 
systems. They are useful in drying 
air. 

Long continued or repeated use of 
a dryer may be necessary if moisture 
is introduced by a suction leak or is 
masked by oil. 

When a dryer is installed in the 
liquid line after refrigeration stops 
as a result of a freeze-up, the sys- 
tem may be allowed to stand until 
the ice melts, or gentle heat may 
be applied to speed the melting. 
Then if the refrigerant flow is throt- 
tled down sufficiently the dryer can 
remove water efficiently so that 
there is less chance of repeated 
freeze-ups before the system is dry. 

A system warm throughout speeds 
the drying by hastening the escape 
of water from the evaporator and 
preventing continued freeze-ups. If, 
however, the dryer itself is too warm 
it will not remove water effectively. 


A Real 
“Buy” on 
Kiln-run 
Crispers 


THE HARRY ALTER CO. 


1728 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 
3 CHICAGO BRANCHES, NORTH, WEST, SOUTH 


ACCESSORY HEADQUARTERS 


ORDER FROM US AND 
—~——““SAVE MONEY 
Send for our big catalog 
of accessories, and service 


parts. Please use your 
letterhead. 


Size 13” x 842” x 4%” 


Dozen Lots ...... $6.10 
Less $s 98 


2% or eereeene Net 


Dozen Lots ...... $7.64 
Less $ 49 
2% OF ncccees Net 


NEW YORK 
BROOKLYN 
BRONX CLEV 


- $T. Louts 


Capitalize 
the imbedded fin-to-tube contact—silver welded connections—staggered tubing for 
maximum heat absorption. Profit makers for dealers everywhere. 

See Your Jobber or Write today for New Catalog 
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LARKIN patented continuous cross fin coils with 


customer acceptance of 


The Crispeteria is open 
attention-getting display of produce . 
customers loaded down with purchases, who can't 
open bulky doors 
selection . . 
that grocers are’ eager to install one. OPEN a new 
field for profits by selling the Crispeteria. 
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REFRIGERATORS 


NORTH KANSAS CITY, MO. 


iN THE REFRIGERATION LIBRARY 


Th ACME 


se 


5; MANUALS | 


Principles of SUMMER 
AIR CONDITIONING 


MANUAL NO. A-1—The principles of 
summer air conditioning. Functions of 
air conditioning. Typical air conditioning 
systems, refrigeration cycles, performance 
of heat transfer surfaces, condensers, 
and condensing unit performance. 


MANUAL NO. A-2—The principles of 
winter air conditioning. Typical heating 
systems and heating connections. Hot 
water, steam, and hot air systems; heat 
generators and controls. 


MANUAL NO. A-3—Principles of design 
engineering. Conditions for human com- 
fort, methods and mechanics of comfort 
control, principles of design, condensing 
and air conditioning unit design. 


MANUAL NO. A-4—Equipment develop- 
ment principles. Methods of developing 
air conditioning equipment with perform- 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. 


To Help You Master 
AIR CONDITIONING 


For practical refrigeration men 
who have a working knowledge of 
mechanical refrigeration and who 
desire to learn more about air 
conditioning, here is a series of seven 
manuals highly recommended. Your 
jobber can supply you—or order 
direct. 


This entire series can be purchased 
as a set or a volume at a time, the 
price being $1.00 per copy. Money 
back guarantee if not satisfied. 


ance’ charts. Miscellaneous types of 
refrigeration machines used in air condi- 
tioning. 


MANUAL NO. A-5—Principles of air 
conditioning equipment selection. Per- 
formance tables and specifications, sample 
performance tables. Data on all types of 
auxiliary equipment. Problem of noise. 


MANUAL NO. A-6—The first of two 
manuals covering principles of fleld engi- 
neering. Load estimate and equipment 
selection for all types of installations. 
Tables for estimating load conditions. 
Sample questionnaires. 


MANUAL NO. A-7—The second manual 
devoted to principles of field engineering. 
Application of load _ estimating and 


Gentlemen—Please ship the following books: 


OC) A-1 O A-2 ff A-3 
[) Enclosed find check. 


[] A-4 
[] Ship C.O.D. and | will pay the postman. 


equipment selection principles. Data on 
design of distribution systems. 
Serre eer rete rer 1940 
O A-5 [] A-6 [] A-7 
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Milwaukee Dealers 
Revise Union Pacts; 
Set $25 Minimum 


(Concluded from Page 1, Column 3) 
plan providing for the staggering of 
sales employes so that salesmen may 
be off every other Saturday evening 
during the months of July and 
August, without making any changes 
in store closing. It was decided that 
such arrangement should be _indi- 
vidually negotiated between the union 
and these dealers under the existing 
provision of the old contract, which 
permits negotiation between union 
and employer for adjustment of spe- 
cial problems relating to hours and 
wages. 

The union proposed an amendment 
to Article VII of the present agree- 
ment, changing the salary schedule 
of inside or store salesmen. The 
present clause on this reads: “Store 
salesmen shall receive a minimum 
salary of $30 per week with quota 
based on 744% commission against 
their salary. All overages above 
their quota shall be paid twice yearly 
and figured at 8%.” 

The union proposed substitution of 
this provision: 

“Store salesmen shall receive a 
minimum salary of $35 per week 
plus a commission of 1% on all sales, 
plus P.M.’s. The commission and 
P.M.’s shall be paid no later than 
the tenth of the following month. 
There shall be no _ reduction in 
present weekly salaries.” 

Discussion of this proposed change 
also indicated that its purpose was 
to correct a limited number of 
isolated cases, and both the union 
and the dealers accepted the recom- 
mendation that these cases likewise 
be adjusted under the special clause 
of the old contract permitting it, 
thus avoiding the necessity of an 
actual amendment to the general 
contract. 

Both sides agreed to the proposal 
of the union to eliminate the classi- 
fication of the salary schedule set up 
in the old contract for regular sales- 
men, that is, salesmen working out- 
side part of the time. This classifi- 
cation started the minimum weekly 
salary of experienced salesmen at 
$20, based on a 49-week quota of 
$9,800. With this classification elimi- 
nated, the minimum will now be $25 
per week on a 49-week quota of 
$12,250. 

Both sides agreed to an addition 
to the old contract reading as 
follows: “All employes covered by 
this agreement shall be allowed one 
hour for lunch or dinner.” 

Agreement was reached on the 
union’s proposal to include in the 
agreement a wage schedule for em- 
ployes in the service departments. 
While practically all employes in 
these classifications were now receiv- 
ing more than the minimums set up, 
the union wanted the scale and the 
hours under which they are already 
working made a part of the contract. 
This new provision follows: 

“The following scale of wages 
shall apply in the following classifica- 
tions of work in the service depart- 
ment: 

“Shipping clerks and men who 
work in a_ supervisory capacity, 
$36.00 per week. 

“Assistant shipping and receiving 
clerks, $30.00 per week. 

“Skilled service men and repair 
men, $32.16 per week. 

“Outside service men, $32.16 per 
week. Plus expenses of five (5¢) 
cents per mile for use of the personal 
automobiles, or in lieu thereof, the 
employer to furnish the automobile. 


“Order filler and warehouse em- 
ployes, $30.00 per week. 


“Present helper around the store, 
$26.50 per week. 


“Apprentices shall be negotiated 
for individually. 


“No service employe shall work 


Write today 
for prices. 


Will give you long and excellent service. 
Thick and well quilted. Fit any refrigerator. 
FULTON BAG & COTTON MILLS 


anufacturers since 1870 


M. 
Atlanta, New York, Kansas City, Kan., 


Minneapolis, New Orleans, St. Louis. 


Lebor Takes Executive 


Position With York 


JOHN F. LEBOR 
* * * 

YORK, Pa.—John F. Lebor, re- 
cently with the RKO Corp., has been 
appointed assistant to the executive 
vice president of the York Ice Ma- 
chinery Corp., announces E. A. 
Kleinschmidt, executive vice presi- 
dent. 

Mr. Lebor was graduated from the 
University of Oregon in 1928 with 
honors, and obtained his master’s 
degree from Harvard university in 
1930. In 1930 he entered the train- 
ing course of the Equitable Trust Co. 
of New York and the same year 
became security analyst in the firm 
of Scudder, Stevens & Clark. 

In 1933 he joined the Radio-Keith- 
Orpheum Corp. where he served as 
funded debt administrator and han- 
dled miscellaneous corporate and 
financial assignments until his pres- 
ent appointment. 


more than eight (8) hours consecu- 
tively per day nor more than forty- 
eight (48) hours per week. Said 
hours shall be worked within six (6) 
days. One (1) hour shall be allowed 
for lunch for sales and service em- 
ployes after not more than four (4) 
consecutive hours of work. 

“All time worked in excess of 
eight (8) hours per day or forty- 
eight (48) hours per week shall be 
paid for at the rate of time and one 
half, except Sunday and_ holidays, 
which shall be paid for at the rate 
of double time. Sales employes shall 
be paid at the rate of double time 
for all Sunday work.” 

Business Manager Herman Bur- 
bach announced at the meeting that 
it is the intention of his union to 
strictly enforce all provisions of the 
existing contract after July 1. He 
declared that there had been some 
violations, particularly of the eve- 
ning closing provisions, and that 
these were causing considerable 
trouble. “It is our intention,” he 
said, “to go into court if necessary, 
beginning July 1, to enforce any 
provisions of the existing contract 
which are being violated.” 

Milton Peters, business manager 
of the Servicemen’s Union, who sat 
in at the conference, also stated 
that his union would join the other 
in a policy of strict enforcement 
against violators beginning July 1. 


Universal Cooler Will 
Move To Ohio City 


(Concluded from Page 1, Column 3) 
system and filters to remove the 
dust. These air conditioning func- 
tions, so essential to silk manufac- 
turing, will also prove useful in the 
quality control of Universal Cooler 
refrigeration machine manufacturing. 

The new plant is located at the 
junction of the New York Central, 
Erie, Pennsylvania, and Chesapeake 
& Ohio railroads, and is on main 
truck routes. 

Canadian operations of the Univer- 
sal Cooler Corp. will remain un- 
changed. 


30% of Sales In $200 
Price Class, Roycraft Says 


MINNEAPOLIS — Approximately 
30% of Philco refrigerator units 
moved here during the first five 
months of 1940 listed in the $200 
and over price class, it is reported 
by The Roycraft Co., Philco distribu- 
tor. 


a whe 


Lyle Sees Good Years 
Immediately Ahead 


(Concluded from Page 1, Column 2) 

custom to heat some homes to vari- 
ous degrees of comfort,’ he _ said. 
“In this country, we have heated to 
comfort a greater percentage of our 
homes than any other. 

“But air conditioning is improv- 
ing the heating conditions by con- 
trolling the humidity as well as the 
temperature. Our refrigeration is 
contributing not only to the prepara- 
tion and preservation of foods and 
other necessities of life, but along 
with air conditioning, is improving 
the manufacturing processes of many 
products making them cheaper so 
that more people may enjoy their 
benefits.” 

Commenting on the war situation, 
Mr. Lyle pointed out that a year, or 
probably two or three, would be 
required before Germany could con- 
solidate victory and attack America, 
and said he could see “no reason 
for our having any hysteria over the 
present situation.” 

“But America should arm herself 
while there is time to do it,” he 
contended. “It is to be hoped that 
the industry of the country can be 
organized without the usual red- 
tape and politics that is nearly 
always prevalent in cases of this 
kind. This arming project is going 
to put practically every able-bodied 
citizen to work who desires to work. 

“I can honestly say to you that the 
future looks to me to be brighter 
for this corporation than at any time 
since 1931.” 


‘Freon’ At the N. Y. Fair 


Lois January, stage star, holds 
cage housing canary used in 
refrigerant demonstration. 


Utah Power Salesmen 
Form Dealership 


(Concluded from Page 1, Column 3) 
carrying both major and small appli- 
ances and continuing the merchandis- 
ing of all lines formerly handled by 
the power company before it went 
out of the merchandising field. A 
line of domestic stokers also has 
been added. 

Dealership is the only exclusive 
electrical appliance store on Main St. 


Dubuque Salesmen 
To Get Cash Prizes 


(Concluded from Page 1, Column 5) 
unit his company sells, and the 
power company adds the additiona) 
$1.50 per unit. This amount is 
budgeted for campaign expenses, 
with 25% going into the salesmen’s 
cash prize fund and the remainder 
being used for advertising and sates 
promotion. 

Weekly 7:30 a.m. breakfast meet- 
ings are scheduled throughout the 
campaign, with speakers to include 
S. E. Sorenson, General Electric Co., 
Minneapolis; Ralph Winegartner, 
Frigidaire sales promotion mana ger, 
Chicago; and B. J. Kerper, sales 
manager of Midwest-Timmerman. 

At these weekly breakfasts, prizes 
will be awarded to salesmen on the 
basis of results obtained during the 
preceding seven days. Thirty prizes 
are to be awarded each week, rang- 
ing from 25 cents to $5. A sales 
“punchboard” has been devised, with 
salesmen qualifying for one punch 
with every sale closed. 

Cooperating distributors include 
Crescent Electric Supply Co., West- 
inghouse Electric Supply Co., Home 
Supply Co., Seig Co., J. F. Stampfer 
Co., Kelvinator Corp., and Midwest- 
Timmerman. 

Dealers participating in the drive 
are Appel-Higley Electric Co., Inter- 
state Power Co., Montgomery-Ward 
Co., Renier’s, Sears-Roebuck, Even 
Radio & Appliance Co., Home Supply 
Co., Midwest Henker Co., Radio 
Shop, Roehl-Phillips Co., Stampfer’s, 


| and John C. Kleih Co. 


In Cleveland, Tons of Re- 
frigeration and Air Con- 
ditioning controlled by 
Dependable A-P Valves 
offer aid to profits in every 
business. 


To the engineer, these 
scores of installations 
mean SATISFIED CUS- 
TOMERS, a great boost to 
their sales. To the owners 
these installations offer a 
minimum of service dif- 


@ Progressive Service Men Use 
and Recommend — and Ag- 
gressive Jobbers Stock and 


Talk — fp} Products. 
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ficulty through the steady, 
uniform, efficient Refrig- 
erant Control provided by 
A-P Valve Dependability. 


A-P Valves offer DE- 
PENDABILITY in a full 
line of Thermostatic Ex- 
pansion Valves, Solenoids, 
Water Valves, Suction 
Pressure Valves, Temper- 
ature Control Sets, and 
the new “*TRAP-IT” Sys- 
tem-Protectors. 


CLEVELAND BUYS 
@VALVES FROM... 


HARRY ALTER COMPANY 
4506 Prospect Avenue 
REFRIGERATION SUPPLIES 
DISTRIBUTOR 
1789 East 24th Street 


WILLIAMS AND COMPANY 
3700 Perkins Avenue 


)Model 205 
(Adjustable Superheat) 

THERMOSTATIC EXPANSION VALVE 
Maximum Capacity: 


Commercial ° ° e« 2 tons Freon 
Air Conditioning - 4 tons Freon 
Full liquid charged power element per™'‘* 


installation in any position or ambient 
temperature. 
Protect YOUR Installations . . - 
with A-P Valves 


AUTOMATIC PRODUCTS COMPANY 


2450 NORTH 


THIRTY — SECOND 
MILWAUKEE 


Export Department . 100 Varick Street, New York City . 
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